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WINCHESTER 


TRADE MARK 


MODEL 21 


With Selective Ejection 
and Single Trigger 


(that effectively overcomes balking and doubling) 


$79.50 Retail 
12, 16 and 20 gauge 


Superior in design and basic quality to any 
other double barrel shotgun made in 
America. 

Superior even to IMPORTED guns at many 
times its price. 


WINCHESTER REPEATING ARMS CO. 


NEW HAVEN, CONN., U. S. A. 
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The one important consideration in flashlights 
—dependability in emergencies—has been met without com- 


ht cases and 








= romise in Ray-O-Vac by the creation of flashli 





batteries of unusual reliability and permanence...Ray-O-Vac 





= 
- 


means customer satisfaction. Satisfaction means dealer profit. 





AND BATTERIES 





French Battery Company, Madison, Wisconsin » General Sales Office: 20 North Wacker Drive, Chicago 


Makers also of Radio “A,” “B” and “C” Batteries; Autoradio and Aircraft Batteries; Ignition and Telephone Batteries; Ray-O-Vac Radio Tubes 
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ERE are two all-around, general-purpose 
chisels that for years have been selling them- 
selves to carpenters and handy men the country 
over. They are tools that really stay sold. Built 
right from start to finish, these chisels are the re- 
sult of Greenlee’s high standard’ of quality. A 
standard which permits only the best to bear the 
Greenlee trademark. 








ls that 
keels Shar 


Greenlee Socket Butt 
and Firmer Chisels 


Hardware dealers who stock Greenlee Chisels are 


well paid, both in cash and good-will. Being quality 
tools they sell at a profit. And the service they 
give the user, helps build the dealer’s reputation 
for handling high-grade merchandise. 


The spring demand for good tools is almost here. 
Put in a stock of Greenlee Chisels; you will be 
more than pleased with the way they sell. 


THE GREEN MARK — A QUALITY GUARANTEE — IS ON EVERY GREENLEE BIT AND CHISEL 
DISTRICT SALES OFFICES: 


New York: 53 Warren St. 
Boston: 34-38 Binford St. 
Philadelphia: 1209 Olive St. 


(GREENLEE IOOLS 


Nashville: 606 Cotton States Bldg. 
San Francisco: Sheldon Bldg. 
Los Angeles: 1301 Washington Bldg. 


Seattle: L. C. Smith Bldg. 
Vancouver: 2808 39th Ave. W. 
Montreal: 129 St. Peter St. 


\ 





Tools that 
Stay Sold 




















Greenlee Tool Co., Rockford, 71). 
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Every 
woman in America knows 
O-Cedar Products by name 


O millions of women O-Cedar means the mop 
and polish they will buy. 
Here’s a huge market with ease of sale and volume. 
For 20 years O-Cedar has produced steady and in- 
creasing profits for its retailers and its jobbers. It 
will produce profits for you if you will only stock the 
merchandise and push it properly. 


O-Cedar has built this steady volume by: 


1. Constantly improving its product. The 
development of the new O-Cedar Polish 
Mop and O-Cedar Spray are examples. 








2. By consistent advertising. It is the only 
nationally advertised* mopand polishline. 


O-Cedar advertising this year is the most consistent 
in O-Cedar history. It is direct, forceful, produces 
sales. It reaches your community and drives cus- 
tomers to your door. 

Share O-Cedar profit. Look over your stocks and 
see that they are adequate. Order from your jobber. 


O-Gir qn 


4501 South Western Avenue, Chicago 














O-Cedar Polish __ 
Standard for over 20 years 


























_ O-Cedar Spray 


“69 99 
20 % Stronger ; *O-Cedar on the Air—O-Cedar National Advertising includes br ge every 
week over 85 Columbia Stations, Tuesday mornings at 10:30, Eastern Standard Time 
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“Cut a Cut Price.... Then Cut the Result 


What Have You Got?” 
The Answer Is Junk! 


If Price is to be the idol of buyers, Quality is 
doomed. 


If last year’s cut price must be slashed and re- 
slashed year by year, the manufacturer is doomed— 
and the jobber and retailer. For without profits, 

—_— ' equal at least to a savings bank return on invested 
“Bomeco”—All capital, business itself is done for. ““Ameco”—Cop- 


pered steel and felt. 





Bronze, hemmed 
edges. 


This is a call for couragé—the strength to merchan- 
dise instead of just “keeping store”. In modern lan- 
guage, guts. Every retail transaction is a contest 
between customer and dealer. It is the merchant’s 
responsibility to deliver satisfaction, not sell on price 
alone, for then he loses the respect and patronage of 
the customer. 


When you buy Bosley’s Weather Strip you are SS 


backed by a manufacturer who will not build down 
, to a price. Also, by a jobber who believes Quality 
“Double Contact.” can be sold. 


ROSLEY’ 


Weather Strip 


TRADE MARK REGISTERED 


Chicago, IIl. 





“‘Heat Seal’’—All 
cushion, 4-ply. 






i 
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931 vs a HIGH-POWER’ 


More than 14,000.00 in cash - 





















Make YOUR Window a “High-Power” Window 


%& Perfection’s new High-Power burner opens 
up a great new merchandising opportunity 
for our dealers. Because it offers 30% more 
speed, new convenience and fuel economy 
even on low-priced stoves, High-Power 
brings back into the replacement market 
millions of oil-stove prospects. 1931 is 
already proving to-be a “High-Power Year.” 


PERFECTION 2:12, 








oes eee ae 
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SELLING YEAR... 
over 1100 can win prizes... 


AA LLL LA “—hNAS 


Extra rewards for extra effort 


in “High-Power” Spring campaign 


VERY MERCHANT knows that 1931 business 

conditions require active merchandising 
methods. Now is the time to meet and 
beat modern competition by aggressively 
going out after sales. 


Retailers who energetically merchandise 
their High-Power Perfection stoves have 
proved that there is increased business for 
those who are willing to make the extra 
effort necessary. 


Now, as never before, the proper display 
and demonstration of Perfection stoves 
bring results. 


Golden Opportunity 
for Perfection Dealers 


General magazines, national and state and 
sectional farm papers, newspapers and 
posters carry into millions of homes the 
message of High-Power speed that boils 
two quarts of water in less than 9 minutes 
from a cold start. 


Perfection advertising, featuring the new 
High-Power burner, dominates the entire 
liquid fuel stove field both in space and 
color used. Backed by Perfection’s 40 years 
of quality manufacture and fair dealing, 


PERFECTION STOVE CO. 











Superfex Oil Burning Refrigerators. Modern iceless re- 
frigeration without electricity or connections of any kind. (Also made for 
use with gas.) Sold only through Distributors. Write for franchise details. 


STOVES “ZRANGES 


this High-Power news is making prospects 
for every Perfection dealer. 


As an additional incentive to our dealers 
to make the most of the opportunity offered 
by the High-Power burner, we are offering 
more than $14,000.00 in cash prizes to 
dealers for their High-Power efforts during 
a special three-month campaign. Over 1,100 
prizes will be distributed to dealers selling 
the greatest percentage of their sales quota 
during this period. 


Contest Prizes are all extra rewards 


Every dealer who enters actively into the 
High-Power Merchandising Contest will 
enjoy the regular profits from greater 
volume and the opportunity to sell other 
merchandise to people brought into the 
store through contest activities. 


By concentrating on Perfection -made 
goods, every order counts toward increased 
bonus earnings. 


Remember, Perfection- made stoves and 
ranges are sold only through retail 
dealers, not through mail order houses. 
Make this a “High-Power Year” in your 
business. Send for complete information 

on the Merchandising Dealer Contest. 


CLEVELAND, OHIO 
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With a Price and Policy 





HE PRESENTATION of the New Perfect 36 
Washer is the crowning achievement of Horton’s three 
score years of originality of design, quality manufacture 
and consistently sound merchandising. 

Horton the pioneer again pioneers to give dealers and 
wholesalers a washer advanced in design and basic struc- 
ture. Here is a washer so distinctive that it stands above 
and apart from the cut and dried standardization that has 
throttled individuality. 

Now you need a washer with eye appeal— Horton Per- 
fect 36 has it—the new color combinations put Horton in 
a class by itself. You need a washer with quality as never 
before— Horton Perfect 36 has it—This new model is un- 
doubtedly the finest washer ever built. You need Real 
Retained Profit—and a sensible price—(You get it with the 
New Perfect 36). 

This new Horton stands apart from the mass of ordinary 
machines. It is different—it looks different—it is built differ- 
ent—its quality is different—because it is a Horton. 

This 60th Anniversary Horton is offered to give dealers 
a living Profit. It is the result of successful experience and 
provides a washer ‘‘built up to a standard —not down to a price.”’ 

In the midst of a mad scramble for volume we are proud 
to present this new model. It is not rushed on to the market, 
hurriedly thrown together. 


REMEMBER! 


That Means REAL 
PROFIT TO DEALERS 


After years of calm study, thoughtful consideration and 
careful analysis, we believe this New Perfect 36 embodies 
more features of advancement than any other model. 


In the washing machine industry the name Horton sig- 
nifies strength—stability—service. Sixty years’ successful 
experience, ample resources and the highest credit rating, 
are ample guarantees to the dealer of Horton stability— 
and so we ask you 


Caution — Remember 


Do not confuse this New Improved Horton Perfect 36 
with price built washers. 

The Perfect 36 is Quality clear through —at a Sensible 
ptice — with profit. 

It costs as much to sell a cheap machine as a Horton 
—But you make more on a Horton. 

You can only appreciate the beauty —quality—value— 
distinction and newness of Horton Perfect 36 by seeing. 
Ask your Jobber to send you one. 

Horton washers are distributed through strong, depend- 
able established wholesalers. Ask your wholesaler or write 
us for complete information and colored illustrations of 
the brilliant —different New Perfect 36— Horton Washer. 
And most vital of all— 


Horton’s unswerving devotion to the established legitimate wholesaler- 
dealer channels of distribution ... Horton is still on the main line. 


HORTON MANUFACTURING COMPANY, FRY ST., FORT WAYNE, INDIANA 


HORTON 


A "6D OD HAME FOR YEARS 








cere 
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Highlights 
of Leadership in 
the New 
Perfect 36 


Entire machine unconditionally guaranteed 
—the first time in the history of the industry 
on a machine selling for less than $100. 


The New Perfect 36 is structurally differ- 
ent—vastly improved in strength and con- 
struction—the tub cushioned in rubber— 
quiet, vibrationless operation. 


No bolts in the tub—Not one—yet the 
tub is held absolutely rigid and positively 
guaranteed not to weave. The cheaper 
method is to bolt through the tub. Re- 
member, Horton uses no bolts. 

* 


Three strikingly distinctive color combi- 
nations: Japanese Red and Black; Persian 
Orangeand Black; Italian Green, two tones. 
e 


Tubs are made and porcelain enamelled 
entirely in Horton’s own plant— hence 
Horton’s distinction as against the stand- 
ardized mass production colors. 


Latest type Lovell Pressure Cleanser with 
oversize balloon rollers. Entire wringer 
drive mechanism is free from tub—wringer 
is unit with the main frame construction. 
Tub supports nothing—is itself supported, 
exceedingly important in case of porcelain 
enamel. NO BOLTS THROUGH TUB. 
° e 

Timken roller bearings. Sunlight elec- 
tric motor. 

Gasoline driven models available in same 
color combinations with choice of John- 
son Utilimotor at $119.75, or Briggs and 
Stratton engine $129.75. 
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Write for Particulars 


CRESCENT-DAVIS 
ARMS CORPORATION 


NORWICH, CONN. ee. 
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MILLERS FALLS 





GOODELL 


PRATT 





Two Leading Tool 
Companies MERGE 


Users and sellers of tools throughout the world will benefit 
from the remarkable combination of manufacturing experi- 
ence and merchandising assistance made possible by the 
consolidation of these two companies of long established 
reputation. The Millers Falls Company is to be the operating 
company. Both lines of tools will continue to be made under 


the above internationally known trade marks. 


MILLERS FALLS COMPANY 
Millers Falls, Mass. 


GOODELL-PRATT COMPANY 
Greenfield, Mass. 
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TELL your customers they can produce paint with 
Dutch Boy Soft Paste at the rate of a gallon a 
minute. Sell them “speed mixing” with Dutch 
Boy. 

Stir it! Pour it! Thin it! That’s all there is to 
“speed mixing” with Soft Paste. Just a few 
minutes of easy work and your customer has 
pure white-lead paint— paint unexcelled in 
brushing, hiding and lasting qualities. 

8 out of 10 painters use Dutch Boy to get 
the beautiful, long-wearing paint jobs house- 
owners demand. 8 out of 10 painters use Dutch 


NATIONAL LEAD COMPANY 
New York, 111 Broadway —Buffalo, 116 Oak St.—Chicago, 
900 West 18th St.—Cincinnati, 659 Freeman Avenue— 
Cleveland, 820 West Superior Avenue—St. Louis, 722 
Chestnut St.—San Francisco, 2240 24th St.—Boston, 
National-Boston Lead Co., 800 Albany St.— Pittsburgh, 
National Lead & Oil Co. of Pa., 316 Fourth Avenue— 
Philadelphia, John T. Lewis & Bros. Co., Widener Bldg. 





SELL “Spero MixinG — 





DUTCH BOY 
SOFT PASTE 


Boy to protect their reputations for quality 
work. 8 out of 10 painters use Dutch Boy to 
make paint that doesn’t crack or scale...paint 
that has the advantage of wearing down smoothly 
by gradual chalking, leaving a perfect surface 
for repainting. 

Dutch Boy Soft Paste was designed for “speed 
mixing.” It is pure lead-in-oil—the same excel- 
lent paint material your customers have always 
used... but now in quick-mixing form. 

Sold in 12%, 25, 50 and 100 lb. kegs—the 
same as Dutch Boy heavy paste white-lead. 
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EDISON AGENTS 
GET ANOTHER 
SALES AID. .. 





*MAZDA—the mark of a research service. 


EDISON MAZDA LAMPS | 


CANS RADE ELE CTRIC T am now selling brand Lamps. 





HE Edison LIVE-WIRE Merchandiser, profit-producing 
sales tool, will be sent to Edison MAZDA* Lamp 
Agents during the Month of March. As the illustrations 
show, the LIVE-WIRE can be used on the floor of the store 
or in the window, or the top can be removed and used as 
a counter display. Good use can be made of the LIVE- 
WIRE in any store. 


Edison Agents receive the LIVE-WIRE at no extra cost with 
the famous Edison Window Display Service. (Separately, 
it must be sold for $1.50 to cover costs.) 


Regularly throughout the year, Edison Agents receive 
plans and material which help them boost their sales. 
That's why Edison Agents make bigger profits. 


Ask your Edison Jobber’s salesman to tell you the whole 


story of the many 


advantages of be- | EDISON LAMP WORKS 
, Edi NELA PARK 

ing an ison CLEVELAND, OHIO 
Agent. You will |, 
be interested. ~~ | J am interested in Edison MAZDA Lamp Sales Aids. 
Or mail the cou- Please send me a complete description of your program 


for 1931. 
pon. 





Name 
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Lower Prices on 


FFECTIVE Monday, March 23, 1931, we an- 
nounce revised prices on all DISSTON 
Quality Hand Saws. These reductions have 
been made as Disston’s contribution toward an 
improvement in general hardware conditions, 
and are further evidence of Disston’s leadership. 


The same high quality, finish and workmanship 
prevail that have made Disston the leader in the 
tool industry for more than 90 years. 


Order from your jobber and cash in on these 
new prices which appeal to every consumer. 


The Saw 
Most Carpenters 


Use 





HENRY DISSTON & SONS, INC., PHILA 


The World’s Fore 
EE =< 
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- Disston Hand Saws 


NEW CONSUMER PRICES 


DISSTON HAND SAWS 





No. l6in. 18in. 20in. 22in. 24in. 26in. 28 in. Rip 
>» 7 3225 250 350 3250. 32.78% 32.75 3.25 
D- 8 2.75 3.00 3.00 3.00 3.25 3.25 3.75 
D- 16 eae es 3.000 3.00 3.25 3.25 ans 
D- 17 a oa ons ee ee 
D. 12 4.00 4.00 4.25 4.25 4.75 
D-112 4.00 4.00 4.25 4.25 eo 
= oe 3.25 3.25 3.50 3.50 

D. 23 : 3. 50 3: 

D-120 5.00 

D-115 kee es 

D- 15 5.00 5.00 


18 in., 20 in., and 22 in. saws are sold at the same price. 24 in.’ 
and 26 in. lengths are sold at the same price. 





DELPHIA, U. S. A., and TORONTO, CANADA 


most Saw Makers 


| 
i 
ae 


The Saw - 
Most Carpenters 


Use 
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“Ive tried all kinds of stoves- 
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but the Kitchenkook beats them all 


says Mrs. Crane; and her opinion ought to be worth something, for she is an 
expert cook if there ever was one. She can take eggs and flour, and things 
like that, and perform miracles with them. 





It is easy to understand why expert cooks prefer the Kitchenkook. It produces 
the world’s hottest and cleanest cooking fire. It bakes to perfection, is easy and 
safe to operate. No stove can out-perform it; no stove can be operated for less 
money. Fuel cost for the average family is only $1.50 per month. 


Kitchenkook is the famous stove which makes and burns its own gas from gas- 
oline. It offers the equivalent of city gas service to every home at rock bottom 
fuel cost. Would you be interested in selling such a stove? Then write now for 


full information. 


AMERICAN GAS MACHINE COMPANY, Inc. 


ALBERT LEA, MINN. 
BROOKLYN, N. Y. OAKLAND, CAL. 





ME RICAN 


KITCHENKOOK 


Economical Gas Service -for Every Home 
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THIS SEAL WON 
325 CUSTOMERS 





” E had some 325 ladies visit our store 

and sales quite pleasing.” So writes 
C. J. Dickinson of the Frank Burke Hardware 
Co., Waukegan, Ill., reporting results of a 
merchandising tie-up with Good House- 
keeping’s Advertising Guaranty and Seal of 
Approval of Good Housekeeping Institute. 


It helps to let customers know that you 
sell items tested and approved by Good 
Housekeeping Institute, and advertised 
under Good Housekeeping’s guaranty. 
There is hardly a better way of impressing 
upon your trade the quality and satisfaction 


—the pocketbook protection—you offer. 


Most women, especially of the substan- 
tial, better-buying type, know that Good 





MANUFACTURERS 


If your product is tested and 
approved by Good House- 
keeping, are you making full 
use of the Seal of Approval 
on the product, its package 
and in your advertising ? 
More and more dealers 
are using this aid to sales. 











Housekeeping guaran- 
tees everything adver- 
tised in its pages. They 
know, too, that the Seal 
of Approval is granted 
only to appliances, uten- 
sils and devices which 
have proven themselves 
under most exacting 
laboratory tests. It is 





natural that they should favor merchants 
who specialize in this merchandise. For 
these merchants are making a special effort 
to give them their money‘s worth. 


Free Selling Helps 


You carry products advertised in Good 
Housekeeping—products which have this 
Seal. Why not use the extra selling power 
behind them? Literally thousands of re- 
tailers are doing it—the best evidence 
that it pays. 

Simply check your stock—know what 
‘items you carry which are advertised in 
Good Housekeeping—then feature them 
prominently in special window and counter 
displays. See for yourself how customers 
respond. Return the coupon below for dis- 
play material and suggestions that will help 
you put your tie-up across. 


GOOD HOUSEKEEPING TRADE SERVICE 
57th Street at 8th Avenue, New York, N. Y. 


HA-3-31 


Please send list of currently advertised guaranteed 
merchandise and free selling posters as checked. 


[] Window Size [-] Counter Size 


Name of Store... : 


Er a a ae 


fete esssessneeseeessasann 


City and State. 





GOOD HOUSEKEEPING 
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—_— of analysis and re- 
search were required in 
the development of the new 


STRONG STAINLESS - 


Porcelain Enamelware 
Kitchen Utensils 








Investigate the 
Possibilities of 
STRONG 


“STAINLESS” 
Enamelware 













STRONC’S 
Distinctive 
“STAINLESS” 

Enamelware 

Send for 
new 1931 Catalog 
Supplement illustrat- 
ing new Refrigerator 
Equipment in Strong’s 
“STAINLESS” Enamelware. 


Specials for Spring Sales in Strong 
Standard Quality at popular prices. 


am m 


Write for full information on Strong’s 
‘*Stainless’’ Sauce Pan Introductory Offer 





The Strong Manufacturing 
Company 


Unit:of American Chinaware Corp. 


SEBRING .. OHIO 























ja. § 

. ..9ell them one set 
and you sell them for 
all their furniture... 
























Profits — Sales 
Repeat Business 


One set of “AcmEs” 
sells another set. Cus- 
tomers who once use 
these casters invaria- 
bly return for more. 





By the ball bearing feature that makes 
“AcmEs” the outstanding casters of the 
hardware trade. “Acwes” roll along in 
any direction—smoothly, easily, without 
effort or noise. Floors, rugs, or carpets are 
never injured or marred. Here is the mod- 
ern caster for modern homes. Let us send 
you a sample together with prices. 


THE SCHATZ MANUFACTURING CO. 
POUGHKEEPSIE NEW YORK 


AGENTS: 
J. C. McCARTHY & CO. 
258 Broadway, New York City 





(¢ 


4 


eo 
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Leading the new Kleanbore Line—the supreme development of years 

of research backed by Remington’s enormous resources—Kleanbore | 
Nitro Express Loads stand out as the highest development that shot : 

shells have ever reached. They are incomparable for hard hitting 

and long range, nailing them at 60, 70, 80 yards,—and even at 4 
greater distances. 


The amazing Kleanbore feature that protects the barrel from rust, 
corrosion, pitting and leading, also improves patterns. Roughness in the : ¢ 
barrel deforms some of the shot on the way out. Deformed shot never 

reach the mark. Kleanbore keeps the barrel smooth and gives you 

more shot that count in every load. 


The combination of this Kleanbore feature with the mighty range and Kleanbore is 
power of Nitro Express, makes a shell that shooters have dreamed America’s Chosen 
about but never saw before. Ammunition 


We'll blanket the country with advertising to tell them this dream has come 
true. And once they hear the news—they will not be de- 

nied. An army of them will march up to the counter 

and demand Kleanbore Nitro Express. They'll march 

to the stores that have Kleanbore in stock. Your 

jobber will take your order now. 


The Greatest Value Ever Offered—The Remington 


Standard American Dollar Pocket Knife 


REMINGTON ARMS COMPANY, Inc. 


Originators of Kleanbore Ammunition 


25 Broadway New York City 


yy wa le 








NITRO EXPRESS | 








25% MORE AVERAGE SPEED—IN SOME SIZES 35%. 
50% MORE AVERAGE POWER—IN SOME SIZES 80%. 
UNRIVALLED ACCURACY IN THE NEW KLEANBORE 


HI-SPEED .22’s. THE FIRST ON THE MARKET. LEAD 
LUBRICATED OR SILVADRY (ungreased) BULLETS. 


these : Hi-Speeds. 
ting energy! Such 


-22 Short, Long, 
LongRifle,W.R.F. 
Solid or 
Hollow Point 


bullets--Lead 


Lubricat 





22 SHORT 
414 Spee (/ 
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| RICH LADDERS 


OF CLEAR SPRUCE 

















HE demand for safe Spruce 


Ladders is growing rapidly 
—because thousands of people 
are yearly being educated to the 
wisdom of—‘“paying a little 
more and playing safe.” 


ly ey hr 


RICH LADDERS OF CLEAR 
SPRUCE offer the public that 
assurance of safety to life and 
limb—and to dealers, attractive 
profits. 


Oh. Be, Ps 


That’s why it pays to handle 
RICH LADDERS OF CLEAR 
SPRUCE. Why not investigate 
our proposition? Write for 
Catalog and prices. 





1. Metal covered ends. 5S. Steel spreader with block under each 









2. Malleabl dd t wood handle. step. 
ee el apin: cin | * SED. welhete Good Housekeepin 
by “y” sh ped brace. washers on end of Gp e Institute 
3. Metal parts Cadmium re er each rod. 2 hoy ne K 
plated to resist rust. ‘ 7, Wide, safe steps. SEKEEPING MAC 


; 10. Angle brace under 
8. %” rod and truss bottom step. 





4. One piece pail shelf. 


THE RICH PUMP & LADDER COMPANY 





TRADE MARK 
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DOUBLE X IS 


- - e there’s nothing like 


X pleache® 






Go where you will in the paint, 
hardware and allied industries— 
men doff their hats to the stirring 
sales-success of Double X. Why? 


Because Double X, in the par- 
lance of the trade, is a “natural.” 
It looms head and shoulders 
above any commonplace “clean- 
er” or “remover.” It does what 
nothing else can do—bleaches as 
it ““removes.”’ 


Is it any wonder, then, that 
Double X has roused envy in the 
hearts of other men? Is it any 
wonder that hardly a month 
passes but something “just as 
good” is offered to the trade? Is 


DOUBLE X FLOOR CLEA 


i a 


11) 





SSPE SP reer eae meg 









f 
4 
&, 


it 2 
anc 
the 
natio dy ing and Double 
X’s phéie | success? 

The mo 
simple: E 
Double X 
nothing like 
is only one J 
make it. And, 
you are, you 
customers get wh 
the one-and-only 


Schalk Chemical G6 
Second Street, Los eles and 
3932 So. Lincoln St. | 
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“PUT IT RIGHT THERE!... 
Kester is a front-counter item 


You could put your stock of Kester Solder under 
a box in the back of your store and sit on the box 
—you’d still sell a surprising amount of it! 
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Because Kester is just naturally a self-seller! 
It’s taken all the bluff out of a simple soldering 
job, and the unhandiest person in your neighbor- 
hood can do such a good job with it that he’s a 
logical prospect. He knows about Kester, too— 
because it’s being advertised widely and well in 
the magazines he reads regularly. Many’s the 
dealer who finds he can hardly help selling Kester 
these days. But give the thing a little co-operation 
and then see what happens. Put the attractive 
carton of Kester Metal Mender or Radio Solder 
on your front counter, and watch it develop into 
one of the fastest turning items you ve ever handled. 
And keep a stock of larger spools of Kester on 
hand, too, for customers who do a good bit of 
soldering, and like economy. Order Kester from 
your jobber right now. 

Kester Solder Company, 4205 Wrightwood 
Avenue, Chicago, Illinois. Incorporated 1899. 











SRE RSE Oe ee ee: 








Here’s the Complete Kester Line 


Acid-Core Solder — for general home repair use. Small 
Metal Mender Package, 1, 5, or 20 Ib. spools. 
Rosin-Core Solder—used principally for electrical 
and radio work. Small Radio Solder package, and 1, 
5, or 20 lb. spools. 
Also Paste-Core Solder, Body Solder, Bar Solder 
and Solid Wire Solder for home and industrial uses. 























Aeid-Core +. Paste-Core - Rosin-Core 
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GET READY Now 


for Big Sales to Come! 


The Big Home Bottling Season 
Is Just Ahead. Now’s the Time 
to Check Up and Stock Up! 





ON’T wait another day to order your 
supply of Everedy Home Bottling 
Equipment. Check up on your stock now 
and phone your jobber for whatever you 
need. The season is right at hand. Already 
your prospects are beginning to feel the 
home bottling fever. And all signs point 
to a big season for Everedy dealers. 
Here’s the Everedy line-up—the most 
: complete line of home bottling accessories 
New GEAR TOP CAPPER, No. 21s. if America. Two brand new Gear Top 
tid honde oe Back Pe ne Cappers: No. 211—with the popular Slip 
to adjust, though rarely necessary. = Gear adjustment and automatic Spring Han- 
dle Lift. No. 215—with Slip Gear adjust- 
ment and a handy Spring-Back Pinion. 
Two other popular Gear Top Cappers are 
also included. All are finished in rich red 
enamel and have the famous “Hold-Cap” 
throat and patented “Double Seal’’ feature. 
Then come the well known Red Flash 
Cappers, with brilliant red enamel and 
nickel finishes. Next comes the popular 
Climax Capper—the fastest-Selling capper 
in the low-priced field. And there’s the big 
double-post DOUBLE DUTY Capper, now 
equipped with the “HoldCap” throat. 
Rounding out the line come'the Everedy 
CLIMAX Capper,No. 250, the biggest Strainer Set, and the Everedy Syphon. Filter 
value in the low-priced feld—larest that sells on sight to every home bottler 
popular priced sreet aprers are the who wants Clear, sparkling beverages.” 
and RED FLASH. JR. (No. 1008). = Mian, what an opportunity this line-up 
offers you! Phone your jobber for a stock 
of these profit-makers. Or write for des- 
criptive literature and full information. 














EVEREDY STRAINER SET, No. 
300. Wonderful for straining or fil- 
tering Beverages, Jellies, Catsups, etc. 
Set consists of heavily nickeled stand, 
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New GEAR TOP er, No. 211. Has auto- 
matic Spring Handle Lift and Slip Gear 
adjustment. Just the features that many home 
bottlers want. 





EVEREDY SYPHON FILTER, No. 400— 4 
Floats on surface of liquid and syphons and 
filters in one quick, easy operation. Consists 
of metallic float, filter cloth disc, stretcher 
ting and hose guide. Sells itself wherever 4 
displayed. 





Everedy Products Are Sold By Leading Jobbers Everywhere 


THE EVEREDY COMPANY ; 
FREDERICK » MARYLAND : 


Also manufacturers of Everedy SILENT door closers, Everedy Adjustable Screen Door Grilles and 


strainer baz and filter bag. Everedy Sectional Radiator Shields 
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A NEW HOUSEHOLD APPLIANCE THAT SELLS 


.-- enables women to keep things 


AKES home 
dry cleaning safe, easy, and 
practical. 


Appeals to women because it 
enables them to keep things 
fresh and dainty for a few 
cents. And it is absolutely safe. 
Globe cleaning fluid is non- 
explosive, non-inflammable. 


Hand-operated—almost runs 
itself. Dry cleans a silk dress 
in 3 to 5 minutes. 


Twosizes: 3% gal. capacity to 
retail at $7.95; 2 gal. capacity 
to retail at 4.95; (Slightly 
higher at distant points). 
Attractive discounts. 


























fresh and dainty for a few cents 





Pronounced by buyers at- 
tending the National House 
Furnishing Show, Chicago, 
as the outstanding opportun- 
ity for volume sales in 1931. 


Mechanically correct: posi- 
tive tumbling action of 
corrugated container gives 
thorough cleansing action. 
Made by one of the largest 
metal stampers in the United 
States. 


Free from service —me- 


: The 
GLOBE 
MACHINE AND 
STAMPING CO. 


_ 1200-1250 W. 76th Street: 


CLEVELAND, OHIO 








chanically simple— nothing 
to get out of order. 


Featured by such stores as 
Halle Bros., Hudson’s, Wana- 
maker’s, Joseph Horne Co., 
Gimbel’s, Abraham & Straus, 
and other leading depart- 
ment stores. 


This is the real merchandis- 
ing opportunity of 1931. Use 
the coupon, or write or wire 
us for complete information. 





Please send me complete infor- 
mation on Globe home dry clean- 
ing machines and cleaning fluid. 


Name 





Street. 





City 
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HIS year a large farm fence “profit cake” awaits our dealers. 
A S be! A R Pp An advertising campcign— more remarkable than any issued 
in the past—is the knife that will help Zinc Insulated Fence 
dealers cut an extra big slice. Early Spring will find this cam- 
K N fe c TO paign in full swing — with full page advertisements in colors 
appearing in the leading farm papers—the most striking fence 
campaign ever published. Write at once for full particulars— 
H = / Pp Yo CU learn why Zinc Insulated Fence dealers sell more fence than 
any other group. 
CUT THE 1931 FARM FENCE PROFIT CAKE 
ee eae ae odes ume snenred 0 a 
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AMERICAN STEEL & WIRE COMPANY 


208 South La Salle Street, Chicago SUBSIDIARY OF UNITED ‘ATES STEEL CORPORATION And All Principal Cities 
Pacific Coast Distributors: Columbia Steel Company, Russ Building, Sen Francisco Export Distributors: United States Stee! Products Company, New York 
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of Standardized Mechanical Rubber Goods 


The Boston Line of Garden Hose 


covers the entire field 





Sy 
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Seven Standard Nationally Known Brands 
*A GRADE FOR EVERY PURSE” 





















The most imitated nozzle on Known everywhere’ by 
the market. Never equalled name and recognized as, 
in quality. Each nozzle the standard friction tape 
packed in a separate carton, 12 of the country. Nation- 
cartons in full color litho- ally advertised. In 1, 2, 
graphed display package. The 4 and ounce rolls; in 
fastest selling nozzle on the full color cartons all 


packed in handsome full 


market. 
color display containers. 





The highest quale jar rub- 
ber made. ells at 10c a 
dozen, returning you an ex- 
cellent profit. Two gross 
(24 cartons) in full color dis- 
play container. Used by ex- 
perts — preferred by every 
home canner. 


Good Luck Hose Washers sell for 
10c a package, showing you a 
splendid profit. Two gross (24 
cartons) in display container as 
shown. 











BOSTON WOVEN HOSE & RUBBER CO. 


Makers of Quality Rubber Goods for Fifty Years 
Works: Cambridge, Massachusetts. Postal Address: Box 5077, Boston, Mass., U. S. A. 
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UST as Iver Johnson revolutionized 

the revolver in 1894 with the. famous 
“Hammer the Hammer” safety device— 
so in 1928, we revolutionized the 22 cali- 
ber single shot rifle with our exclusive 
. “Cocked but Locked” feature that as- 
2 |928 sures a degree of safety never be- 
| fore attained in this type of rifle. 




























Parents and camp directors have given 
this new Safety Rifle their unqualified 
approval and experts frankly state, “It has NO 
EQUAL IN ITS CLASS.” 





The IVER JOHNSON is a real rifle: as beautifully. modeled as a 
high grade sporting rifle. Accurate—“quick as a wink” and with a 
patented safety device that absolutely prevents sighting or firing until 
the safety lever has been snapped down. 





The stock is turned from a solid block, not sawed from a board, and all 
working parts are heat-treated steel, with every spring an open wound coil 
and guaranteed against breakage. 





A rust-proof cleaning rod is furnished with every Safety Rifle. Cham- 
bered for 22 Long Rifle, 22 Long and 22 Short, rim-fire cartridges. 


There’s a nation-wide demand for the new IVER JOHNSON 
because it’s SUPER-SAFE. 


If you don’t carry it, you are losing good business. 






Order Through Your Jobber or Send — 
For Dealer Proposition A. 






SUPER-SAFETY 


Iver Johnson’s Arms & Cycle Works 


FITCHBURG, MASS. 


NEW YORK, 151 Chambers Street | CHICAGO, 108 W. Lake Street 
SAN FRANCISCO, 717 Market’ Street 


IVER JOHNSON 22 SAFETY RIFLE 
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HIGH 


QUALITY 
AND 
NEW 

DESIGNS 









The distinctive line of 1931 


The Royal White Line is the year’s outstanding 
achievement in enameled ware. It combines 
all the essential selling points—superb quality 
—all ’round utility—eye-catching beauty— 
moderate prices. 

Royal White is a complete line with new 
advanced shapes in a new color combination— 
sparkling white with soft green trim—and many 
other special and exclusive selling features. 

Your jobber will be glad to tell you all about 
this highly successful combination of quality 
and price. 





NATIONAL ENAMELING & STAMPING Co., INC. 
273 North Twelfth Street, Milwaukee, Wisconsin 


Also Manufacturers of Royal Granite Enameled Ware, Standard for More 
than Forty Years 
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-PIN 
TUMBLER 
BRASS 
PADLOCKS 


Waren the call comes 


Once more 
for a serviceable, big 


value. brass padlock of 
they are dependable security, 
give the customer Eagle 


looking for tools | No. 04810 (1d" Dia) | 
or No. 04811 (13” 4 
that speed up Dia.) : 
M These Eagle padlocks as- : 

prod uction sure long lived service ; 
and satisfaction. They . 
ETURNING business is re- paged ge. M5 
newing interest in tools that Oe 
more secure and your 


carry with them the assurance ; ; 
of faster production at a profit. customers’ confidence in 


























’ you more complete. 
The Morse Line MORSE Tools have 
includes always sold them- a 

High SpeedandCarbon| selves on that bas- 
np is. They are known The Eagle Quality Line b 
CUTTERS throughout indus- Night Latches Store Door Sets f 
TAPS AND DIES try for their abil- Trunk Locks Padlocks 4 
SCREW PLATES ° k] a Front Door Sets Wood Screws ; 
ARBORS ity to work long be- Cabinet Locks Stove Bolts 
CHUCKS tween sharpenings k 
COUNTERBORES E 
MANDRELS —to turn out more ra 
TAPER PINS work in less time. 
SOCKETS 
SLEEVES E AGLE © 
es LE ce wYork i 








MOR SI rode 
ame Branch Offices: ry 
TWIST DRILL & MACHINE COMPANY owen. Wraaniaaey. oe Bellet ick E 


a ee ne Works et Terryville, Conn. 
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THE LID DOES IT/ 


adds 3 extra services 


BOOSTS YOUR CASSEROLE SALES 


New Pyrex Cas- 
serole lid inverted. 
Ready to bake to a 
turn a wide var- 
iety of foods... 
alone—or on top 
of the casserole. 


Lid in place on 
the popular 1%- 
quart Pyrex Cas- 
serole. By invert- 
ing lid, housewives 
can cook two com- 
plementary foods 
at once. 


New Pyrex Cas- 
serole lid ready to 
support the cas- 
serole and prevent 
heat injury to the 
housewife’s table. 


*“PYREX” jis the 
trade-mark which in- 
dicates manufacture 
by Corning Glass 
Works. 





ERE’S a new * Pyrex Casserole 

bound to make a hit with house- 
wives everywhere... with dealers, 
too. 3 extra services now added to 
all the fast-selling features of the 
regular Pyrex Casserole. 


It’s the design of the lid that does 
it! Ona 114-quart Casserole this lid 
is one inch deep...seven inches 
wide ... smooth and level . . . master 
of a repertoire of handy tricks. 


Inverted, it may be used as a sepa- 
rate dish for mushrooms, fruits, all 
foods au gratin—pies and cakes. 


Still inverted ... still holding any 
one of these foods... it fits right 
into the top of the casserole... two 
foods cooked in the space of one. 


Slid under the casserole it protects 
the table from the hot dish... or it 
may be used as an ordinary lid! 


This new Pyrex Casserole—to be 
announced next month in Pyrex 
Ovenware national advertising—is 
going to be one of the busiest dishes 
in the modern home... a lively seller 
in your store. Feature it in your Pyrex 
Ovenware window display. Demon- 
Strate it to your customers inside 
your store. And you'll break even 
Pyrex Ovenware sales records. 


Order for your needs today. Retail 
price $1.75. Your price $1.17. 


7 fT ¥ 


Tell your customers any Pyrex dish 
that breaks from oven heat within two 
years of date of purchase will be re- 
placed free of charge. 


Casserole 


CORNING GLASS WORKS, CORNING, NEW YORK 
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CONSERVO 
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Three generations have known and 
used this steam canner. It is a staple 
product in almost all hardware stores. 


Conservo’s popularity has grown 
steadily. It is well deserved, for Con- 
servo is the most practical, common- 
sense steam canner imaginable. 


It has a big capacity! Holds fourteen 
quart jars at one time. It’s simple and 
easy—perfectly safe—to operate. 


Distributed to the hardware trade by 
reliable jobbers throughout the country. 
Order today! 


The Swartzbaugh Mfg. Co. 


Toledo, Ohio 


A Miniature 
Electrical 
Department 


If profitable mer- 
chandising electrical ap- 
pliances is a problem, 
get this display stand 
and use it for Everhot 
quality electrical goods. 
Let us tell you about it. 





Continued 
success 
is 2 matter 
of 
confidence 


oe y for 2 Pea ne: 
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Your continued success as a dealer 
depends upon the confidence of 
your many customers. 


The best way to cement this con- 
fidence is to concentrate on the lines 
upon which your customers have 
learned to depend for reliable per- 
formance. 


Brown & Sharpe Tools is one of 
those important lines. Their reli- 
able performance for over 80 years 
carries with it a tremendous good 


will for the Brown & Sharpe Dealer. 
Brown & Sharpe Mfg. Co., Provi- 


dence, R. L 
BS 


Brown & Sharpe 
Tools 


*World’s Standard of Accuracy” 
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Model No. 325—Three- 


Three Burner Skeleton Model 








Going Big! 
m NEWCOleman 


4-Point Selling 
a rere 


Dealers Everywhere are cashing in on this new Stove 
Selling Plan. It’s the Retail Merchandising Event of the 
year ... a campaign that brings customers right into your 
store and makes sales. 


New Dealer’s Trade-In Offer on Coleman Super 
Quality Pressure Gas Stoves. Enables you to make attractive 
low net prices and yet retain your full profit margin. 


New Easy Payment Plan Available. Helps you 
meet installment and mail order competition. 


Advertising Support .. . including a big two-color 
double-page ad in the April Country Gentleman and a 
fine assortment of retail sales helps that will get the whole 
town talking about your “New-Stoves-For-Old” offer. 


The Coupon Below will bring you full information 
and prices. Fill in and mail to nearest Coleman office: . Be 
the first to qualify for this opportunity. Act now. The 
Stove season is at hand. 


THE COLEMAN LAMP & STOVE COMPANY 


GENERAL OFFICES: WICHITA, KANSAS, U.S.A. 


Factories: Wichita, Chicago, Toronto Branches: Philadelphia, Chicago, Los Angeles 
(AD9) 


The Coleman Lamp & Stove Company 
(Address Nearest Office, Dept. HA9) 


for local use of Coleman Stove Dealer’s 4-Point Sales Plan. 





Address a 





\ 


Gentlemen: Forward at once complete details as to how we can easily qualify 


Name PPS ae, A ee eee on 
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ITS NEW FLATNESS MEANS CLEARER VISION 





; inne first glance at Pennvernon Window Glass possibilities are obvious. Samples are readily avail- 





shows you its surprising freedom from old-time _ able at the warehouses of the Pittsburgh Plate Glass 


waviness, streaks and other defects so long associated | Company located in every leading city. 









with window glass. Take a sheet of it in your hands Write for the new Pennvernon booklet, explaining 


—look AT it as well as THROUGH and picturing the new process 


it. Its difference from ordinary Pennuernon that makes flatter, brighter, better 


glass—its new quality—new flat- d glass—at no higher cost. Address 
TaAWN 
ness and brilliance, are strikingly Sl at Pittsburgh Plate Glass Company, 


apparent. And its new selling WINDOW GLASS Grant Building, Pittsburgh, Pa. 














TPS DAs meme re . 
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An avalanche of orders greets 


VOSS 


— —— wy retatlat 




























The New VOSS has 
received a tremendous 
acceptance in the field. 
Since its first an- 
nouncement, a_ veri- 
table avalanche of orders has poured 
in at the factory, from established VOSS 
Dealers and also from those anxious to 
secure the VOSS Dealer Franchise. 


Because the New VOSS meets the con- 
ditions of today; because it enables 
them to meet and defeat mail-order and 
chain store competition; because it 
brings people into the store; because it 
enables them to offer an electric washer 
of high quality at half the price of a 
comparable washer, shrewd merchants 
everywhere recognize that the VOSS 
Dealer Franchise is the most valuable 
in the washing machine industry today. 








The Only Washer That Moreover, the New VOSS is nation- 
ally advertised in full page and half- 

Cleans By The page units to the 

You wash in the suds nearly 16,000,000 


Hand- Washing Method at the top. : ip, Bn aba of Ladies’ 
3 _ ome Journal, 

The exclusive hand-washing action of the VOSS — — : +f sma =" 
floating agitator is of unequaled sales value. Other high- Farmer’s Wife, 
grade features include, full-size porcelain tub, Lovell 
wringer with 2 in. rolls, Westinghouse motor, fully en- ‘ 
closed mechanism, beauty of line and finish, ete. be " 

The Voss Agitator washes 


Write or Wire For Our Dealer Franchise Proposition. in suds at the top. 





“Washing Machine 
Builders Since Bat 
1876” iMate Senn 





The dirt always falls 
to the bottom. 


VOSS BROS.MFG.CO. 


DAVENPORT. 10WA 
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THERE’S MONEY FOR YOU IN MOTH-DESTRUCTION! 












HAMILTON BEACH OFFERS HARDWARE STORES 
THE FIRST HAND VACUUM WITH ITS OWN SET 
OF CLEANING ATTACHMENTS... 





WE SUPPLY ‘‘LEADS’”’ 
















































And a spectacular moth-killing demonstration 
that sells both cleaner and attachments! 


THis Hamilton Beach product 
had sensational success from the 
day of its introduction last fall — 
Because: it’s the first hand- 
cleaner to come out with its own 
set of both blowing and suction 
cleaning attachments . . . getting 
down into corners and crevices as 
no other cleaner has ever done. 
And because: it adds a $3 
attachment-sale to every $13.50 
cleaner-sale. You get two profits! 
One of the most spectacular 
selling - demonstrations ever de- 
vised is built around the use of 
the Hand Vacuum and its attach- 
ments, for moth destruction. 





EXPELLO, the moth-destroyer 
used by Hamilton Beach 
POSITIVELY KILLS! 


Other vacuum cleaners only claim 
to repel moths. The Hamilton 
Beach exterminator, Expello 
(used by exclusive arrangement) , 
is the most powerful product 
known, actually destroying the 
enemy already at work, although 
itself harmless to fabrics, colors, 
woods, etc. Furthermore, the 
Hand Vacuum attachments thor- 
oughly clean seams, joinings and 
crevices, where other cleaners, 
even hand cleaners, never reach. 





HAMII 


HAND VACUUM 


—With greatest suction 
—most powerful motor 
—largest bag. Yet it 

—weighs only 414 pounds. $1 3.50 














HAMILTON BEACH 


TOn 


BEACH 


Hand Vacuum Cleaning 
Attachments (reaching sur- 
faces never before touched 
by any hand-cleaner) 
$3 complete 


40c can of EXPELLO 
included 


through magazine coupons, 
etc., and also printed mat- 
ter to assist your follow-up! , 





* 


Good Housekeeping and Bet- 
ter Homes and Gardens will 
carry our story to housewives 
before and during spring 
housecleaning. Full page 
advertisements in both. 


- * 


The Hamilton Beach method 
of protecting upholstered fur- 
niture from moths is the only 
hand-cleaner moth preven- 
tive method approved by 
Good Housekeeping Institute. 



















HARDWARE DEALERS! 


Get full facts on a special Moth-destruc- 
tion Demonstration especially for your 
stores. Stage this in your window or on 
the sales floor. We also supply direct- 
mail material, moth-control booklets 
and other sales-helps. Hamilton Beach 
Cleaners are sold through wholesalers. 
Write us direct for information and 
name of nearest distributor. Address 
Dept. D-3: 


* 


The full-sized Hamilton Beach Motor 
Brush Cleaner at $39.50 also employs 
the great moth- destroyer — Expello. 
Attachments, including 40c can of 
Expello, $6. 


HAMILTON BEACH MANUFACTURING COMPANY 


RACINE, WISCONSIN 


A subsidiary of the Scovill Manufacturing Company 
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REFLECTING GOOD TASTE » » » 





An Enameled Ware line 
embodying beauty of 
Color, Design, Finish and 
that ever essential require- 
ment of kitchenware — 
DURABILITY. 


— in the selection of colors for the kitchen 


een MAGIC — Color has brought to the 
kitchen a new charm and cheerfulness, and 
Enameled Ware with its superiority in Durability, 
Cleanliness and Beauty is adding joy to 
kitchen-work. 


In choosing U. S. Enameled Ware, the 
American Woman is finding in “The Pick of the 
Rainbow” colors, delicate pleasing shades which 
easily harmonize with the color scheme of her 
kitchen—and express good taste. 

The three shades comprising the U. S. Color 
Line, Bisque trimmed with Pearl Pink, Opal 
trimmed with Dark Green and Ivory trimmed with 
Light Green—are preferred by the modern woman. 


UNITED STATES STAMPING CO. 


Quality Enameled Ware 
MOUNDSVILLE, W. VA. 





Send for new Catalog 
No. 9, illustrating complete 
line of U.S. Enameled Ware. 
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of Wrought Steel “3 Bolts 


VER 87 years ago a small plant was started 
in New Britain, Connecticut, to manufac- 
ture door bolts. It is a far cry from that small e4 
shop to the present immense factory of The 
Stanley Works. But during all these years, door 
bolts have been one of the principal products. 
Wrought Bronze Door Bolts you will find a bolt Wrought Steel 


co | ae + 


In the present line of Stanley Wrought Steel and 


for every requirement. They are universally Flush Bolts Wrought Steel 
known for their quality and finish, and are carried Chain and Foot Bolts 
in stock for immediate shipment. Simplify your 


buying and increase your sales with Stanley bolts. | Ct —" | 
~ : . 
Wrought Steel 


Barrel Bolts 








Heavy 
Wrought Steel Wrought Steel 
Surface Bolts Door Bolts 





[Sor ges] 





Wrought Steel Wrought Steel Stanley Hardware Catalog No. 14 describes the 
Cremone Bolts Cane Bolts full line. Keep a copy at hand for reference 





New Britain, Conn. 


c 
. 
THE STANLEY WORKS y 
STANLEY HARDWARE 
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Cuicaco: D. M. ANDREWS, H. A. Macures, 1507 Otis Bldg. 
San Francisco, Cat.: R. J. Brrow, Kohl Bldg. 


SUBSCRIPTION Price—United States, its possessions, Canada, Mewico, Central 
America, South America, Spain, and ite Colonies: One Year, $3.00; Foreign 
countries not taking domestic rates, 1 year, $6.00; Single copies, 25c. each. 
Subscription remittance should be made by Check, Post Office Money Order, 
Hepress Money Order or Bank Draft, payable to HarpwaRrp Acw, New York. 
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CHECK UP 


on your stock of spring 
hinges. Get ready for 
the demand and profits 
that come with Spring 
and Summer. 





ALLITH 


KING 


HINGE 











Detachable doors can be 
taken down by releasing 
the spring and withdraw- 
ing the pin without re- 
moving ‘any screws. 


Adjustable —the spring 
tension is easily and 
quickly adjusted with a 
common wire nail. , 


These features appeal to 
the home handy man be- 
cause of convenience—to 
the builder for speed and 
neatness. Made in 4 
styles highly finished. 


ALLITH-PROUTY CO. 


DANVILLE, ILLINOIS 





Allith 
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REASONS 
For ATKINS 
NEW 


Nos. 101 and 150 
$1.00 and $1.50 


SAWS 


1 Meets the demand 
for an inexpensive 
saw. 


2 Gives you a chance 
to win more satisfied 
customers. 


3 Sell for a price more 
customers are will- 


ing to pay. 


4 Can be sold to farm- 
ers, householders, 
and many others. 


5 Saws thousands of 
boy mechanics can 
afford. 


6 Can be used to open 
sales for high qual- 
ity saws. 


7 Meets cheaper saw 
competition backed 
by good quality. 

8 Guaranteed against 
all mechanical de- 
fects. 


Q Pays the dealer and 
jobber a fair profit. 


10 Made by the makers 
of SILVER STEEL 


Saws. 


ATKINS 
ALWAYS 
AHEAD 











NEW LOW PRICE 
QUALITY SAWS 


No. 101 Hand Saw—Retails for $1.00 
No. 150 Hand Saw —Retails. for $1.50 
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Made of special grade steel, evenly tempered, and nicely polished and etched. 
Flat ground. Skew Back. New style Air-Dried roomy beech handle, finished 
with weather resisting lacquer. Fastened to the blade with two nickel screws 


and one medallion. 


Length, 26 inches, 8 points per inch only. 








Made of special quality steel, tempered by Atkins exclusive heat treating proc- 
ess. Blade taper ground, skew back and polished to a high finish. New style 
air-dried roomy beech handle, full lacquered, gloss finish, weather resisting. 
Fastened to the blade with two nickel screws and one medalli ion. 


Length, 26 inches, 8 points per inch only. 


YOUR CHANCE TO MAKE 
MORE SAW SALES 


These New Saws take care of the present demand for a good 
saw guaranteed from all mechanical defects at a low price that 
affords you fair profit. They are the pattern, size, appearance, 
and quality for the price you have been wanting. You should 
be able to obtain these from your regular wholesaler in any 
quantity, but if not, write us and we will see that you are 


supplied. 
ee” FIRST COME—FIRST SERVED 
ORDER NOW 


E.C. ATKINS AND COMPANY 


THE SILVER STEEL SAW PEOPLE ESTABLISHED 1857 
HOME OFFICE AND FACTORY, INDIANAPOLIS, IND. 
Factories in: 

LANCASTER, NEW YORK. DETROIT, MICHIGAN. BLOOMINGTON, INDIANA 


Branches: 
ATLANTA, GA. NEW ORLEANS, LA. SEATTLE, WA 
CHICAGO, ILL. NEW YORK, N. Y. SAN FRANCISCO, CALIF. 
MEMPHIS, TENN. PORTLAND, ORE. PARIS, FRANCE 


KLAMATH FALLS, ORE. 


In Canada: 
@ SHURLY DIETRICH ATKINS COMPANY, LTD. @ 
FACTORY—GALT, ONTARIO BRANCH—VANCOUVER, B. C. 
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Unele Sam Will Help Loeate ing establishment, and in the letter he intimated that 


“we often buy articles for our employees.” 
Debtors While these catalogs deal largely with jewelry and 
A \ HE man who has “skipped” out of town with- novelty items, they also list clocks, some kinds of 
out paying his merchandise bills, will not have cutlery, vacuum bottles, aluminum ware, vacuum 
things so easy in the future. Heretofore when cleaners, washing machines, and such electrical appli- 
an individual of the type mentioned had moved, it ances as percolators, toasters, waffle irons, electric 
was a difficult matter to secure his new address, even irons, etc. Some of this merchandise has been ordered 
though he was having mail forwarded. by this man in single items lots and delivered at the dis- 
Now it is different. The new Registered Receipt Cownts quoted. It was of standard type, and the deliv- 


Bill, which has been properly passed and signed by ered cost was about the same as any merchant would 


the President, provides that for a payment of 20 cents P@Y his wholesaler. : 
fee, the mail man delivering the letter or package, | We can't for ee of us see why the mere title 
will inform the writer or shipper of the recipient’s Purchasing Agent” should qualify any individual to 


address. This will allow merchants to collect ac- PUY a wholesale, goods for his own use or the use of 
counts, which in the aggregate run into millions of other individuals. There are certain large manufac- 
dollars yearly, and which in the past has been practi- turing organizations which are probably entitled to 


cally uncollectible, through inability to secure the Uy certain supplies at wholesale—supplies for the 
debtor’s address. organization. They are not entitled to buy merchan- 


The application of good common sense and fairness dise on that basis for individuals in that organization. 


‘ , Also—we are inclined to think that the manufac- 
to some of our other laws concerning the collection ‘iceaitataiaia sails ancients an We eee i 
of debts is in order. Any hardware merchant of a . — y ’ 


few years’ experience, could suggest some worth- sponsibility to the ethical wholesalers and retailers 


, ; sell hi s. 
while changes in our Lien laws, or those governing who sell his products 


exemptions. Our law makers have made it so easy oe 
for “dead beats” that they have almost put a premium Good Hearted But Light 


on that form of dishonesty. Fingered 
F you are a merchant you are bound to lose some 
Catalogs—Purchasing Agents— merchandise through theft. If you use the open 


* display system, you are going to encounter more 
and Dealers Discounts pilfering than under the old hide-and-seek method. At 
N my desk as I write these lines, are five cata- the same time you are going to sell enough more mer- 
() logs. With each is a yellow slip headed “Deal- chandise to more than make up for the theft loss, pro- 
ers’ Discounts.” On this slip it says: All vided, of course, that you employ reasonable sales super- 
prices throughout this catalog are LIST PRICES, sub- _yjgjon. 

ject to a dealer’s discount of 50 per cent, and an addi- Meanwhile don’t get the idea that a retail store is the 
tional cash discount of 6 per cent when cash aceom- only place of business that suffers from theft. The 
panies the order, or when C.O.D. shipment is re-  gecretary of the Ohio Hotels Association gathered sta- 
quested. tistics which showed that its member hotels lost ap- 
It sounds all right, but the joker of the whole trans- proximately 20,000 towels per year. One New York 
action is this: These catalogs were sent to an individ- hotel estimates an average theft loss of about eighty 
ual—not a merchant. He signed his request letter mere- cents per guest. Perhaps that accounts for the fact 
ly with his name, and the magic words “Purchasing that some hotel managers don’t seem to know that the 

Agent.” The stationery he used was that of a print- war is over. 
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Heads over Heels 











McKinney Policies : 
al i “More foot-work” is the general cry of those respon- 
There is a decided trend ; ; Ne 
among progressive whole- sible for keeping the sales volume up when conditions 
are not just right. But in the builders’ hardware 


salers and retailers to 
study a manufacturer's business there is another requirement of even greater 


policy as well as his importance today. Head-work; trading up; mak- 
product. McKinney ing the most of every prospect is the vital need 
vores wn : ni .. . To miss a prospect entirely is excusable. 
Se ee oe But to have a builders’ hardware prospect and 


modern way of ; : 
doing business. McKINNE merely sell him ordinary hardware postpones 


McKinney poli- the return of prosperity to the industry. The 
cies are so W possible additional dollar volume is lost 
Pee “Gene HAR D AR E forever... McKinney Forged Iron Hard- 
sind deplete for Builders ware makes trading-up relatively simple. 


sented in black A 
You don’t have to depend upon talking your- 


and white in this ; te 
small space. First, self hoarse about quality. The public is con- 


McKinney products scious of the merit and desirability of this 
are not sold to chain- artistic hardware. In addition its beauty can 
stores or mail-order be seen without explanation. Display McKinney 
houses. Second, develop- ; 4 
. Forged Iron—it will buck up your volume. It 
ment work is concentrated : ; ; 
increases the unit sale and that is the call of today 


on the perfection of spe- 
cialties that will remove the 
legitimate hardware trade burgh, Pennsylvania. 


from profitless competition. 


PP herhicry foc 


President 


. McKinney Manufacturing Company, Pitts- 








Buy 
from your | 


Jobber | 


HINGES 

GARAGE HARDWARE 
FORGED IRON HARDWARE 
BUILDERS’ LOCKS AND TRIM 




















ow WE Put Our Basement 
to WORK 


By P. G. Wuertz 


Retail Hardware Merchant 
Cleveland, Ohio 


E fitted up a _ base- 

ment sales room re- 

cently in order to 

carry out some of my 
ideas regarding merchandising 
methods and the display of stock. 
In this room we carry some of the 
cheaper grades of merchandise, 
bulky goods and out of season 
merchandise for which there is 
always an occasional demand. 
The same types of display tables 
are used in the basement as on 
the first floor and the layout is 
the same. 


Such bulky merchandise as tin 
ware, wooden ware, large galvan- 
ized pieces, enamel ware, step lad- 
ders, baskets and curtain stretch- 
ers are displayed in the basement. 
Merchandise of the cheaper grade 
that is displayed in the basement 
room to supplement quality items 
of similar products carried on the 
upper floor includes china, glass 
and aluminum ware. 

There are also various lines of 
seasonal merchandise for some of 
which there is a demand the year 
around. These include toys, out 
of season sporting goods, heaters, 
ventilators, sprinkling cans and 
various others items. These are 
switched from the first floor to 
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the basement when they become 
out of season and are kept where 
they are accessible, making it 
possible to serve the customer 
properly. If a customer who in- 
quires for an out of season item 
is told that it is packed away in 
storage, he is apt to tell you not 
to mind getting it out and the sale 
is lost. 

We find there is a certain ad- 
vertising value in a basement 
store room. It gives you the pres- 
tige due to acquiring the reputa- 
tion of having a rather complete 
general store. 

Hardware retailers are anxious 
to let their customers know that 
they can sell goods as cheaply as 
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anybody else, but in openly dis- 
playing a large amount of cheap 
merchandise they are likely to 
over-emphasize the importance of 
these goods to their own detri- 
ment, for at the same time they 
probably are ignoring some of the 
more important matters such as 
quality merchandise and profits. 


Display Space on Tables Is 
Too Valuable to Waste 


Why take up a lot of valuable 
space on the display tables with 
goods on which there either is no 
profit or which must be sold in 
large quantities to yield a profit? 
While it is not necessary to have 
low price goods always on display 
on the main floor, they must be 
shown now and then in the win- 
dows. Then, too, conspicuous dis- 
play of a lot of the cheaper mer- 
chandise on the display tables 
gives the hardware man’s store 
too much the appearance of a 5-10 
and 25-cent store, which’ should, 
of course, be avoided. 


Only the best grade of alum- 
inum ware, china ware and glass 
ware is displayed on the first 
floor, with the exception that when 
we have a window display of 
cheap glass ware we stock this on 
a first floor table. When the win- 
dow display is removed the first 
floor stock is taken back to the 
basement. Glass baking ware is 
high quality merchandise and is 
kept on the first floor. 


Complete Line and Full — 


Assortment 


When a hardware dealer adds a 
new line of merchandise he must 
put in a complete line and a full 
assortment. Sporting goods I be- 
lieve to be the most important line 
for a hardware man to carry out- 
side of staple merchandise. 


We never have a special sale in 
the sporting goods department nor 
do we make unduly low prices. 
Everything in that department is 
sold at a substantial profit. 


In adding new lines and in 
stocking low priced merchandise 
we find it is a good thing to look 
over the pages of catalogs of mail 
order houses. If we see some item 
listed that sells at a lower price 


than the article we carry and wish 
to put in a line of the cheaper 
competitive merchandise, we look 
up a manufacturer who is making 
the item in a quality that will per- 
mit us to sell at the same price as 
the mail order house. 


In paints we carry only the 
highest grades. We tried the ex- 
periment of selling one lot of 





P. G. WUERTZ 


HIL WUERTZ, 

Cleveland, Ohio, 
makes his basement 
salesroom serve a 
double purpose. Be- 
sides affording the 
prestige of having a 
eomplete general 
stock, it relieves the 
valuable main floor 
space for fast mov- 
ing. profitable, in- 

season lines 


cheap paint similar to some car- 
ried by a chain store, but decided 
to stick to high grade merchan- 
dise in this line. Practically all 
the tools we handle are of good 
quality and none can be classed as 
poor and cheap. 


A retailer must rely on his good 
judgment in selecting lines of 
specialties and sometimes he will 
go wrong. One of our very prof- 
itable lines is bird foods and 
medicines. Previously we had 
been carrying bird cages, cups and 
springs. This winter we also sold 
canaries and these moved well, al- 


though we do not intend to carry 
them as a regular line. You do 
not run across many hardware 
stores that sell pop corn, but we 
carry a high grade pop corn and 
sell a lot of it, as our customers 
know our corn will pop. This 
goes well with corn poppers. 


Pictures to Sell at $1 
Go Well 


A few months ago I bought five 
dozen cheap pictures, the kind 
that were to be sold for $1 and 
on which there was a big profit. 
After getting them I didn’t know 
what to do with them and put 
them out in the stock room with- 
out unpacking them. Then one 
day I thought I would put a few 
in the window and see if they 
would sell. Imagine my surprise 
to find that 48 were sold in two 
days. One reason that these 
moved like hot cakes was that 
they were put on sale two or three 
days before Mother’s Day, al- 
though I did not know at the time 
that Mother’s Day was during that 
week. 


Rag Rugs Were Successful 
Specialty 


Another specialty that we have 
been selling is small rag rugs. We 
carry ‘steel, rubber, coco and lin- 
oleum mats and thought the small 
rugs would work in well with the 
mats. The first two lots went 
rather quickly, but the last lot we 
got is not moving very well. I 
suppose the housewives in my 
neighborhood have about all the 
rag rugs they want for the pres- 
ent. There are some lines that a 
hardware merchant thinks he must 
carry, but on which he does not 
make a profit, because the margin 
is small and the sales are rather 
light, so that the turn-over is 
slow. In this list might be in- 
cluded candles, asbestos pads, 
cheap quality paper napkins, 
doilies and shelf paper. These 
would prove profitable if the de- 
mand for them was heavy enough 
to assure a fairly rapid turnover, 
but while they move rather slow- 
ly and as a rule are not profitable, 
dealers feel they must carry them 
in stock. 























HarpwareE AGE for MARcH 26, 1931 








LEON B. DU BOIS 


HEN Du Bois Hard- 
ware Co., 398 East 
Main Street, Roches- 
ter, N. Y., got their 
first worthwhile electrical re- 
frigeration business it came 
from one of their two builders’ 
hardware salesmen. This man 
sold a contractor four electrical 
refrigerators when getting an or- 
der for hardware, paints, etc., for 
four new houses. His sales argu- 
ment was that the houses would 


- NORGE 
, ECONOMICAL 
REFRIGERATION « 








sell quicker with electrical refrig- 
eration already  installed—and 
they did. 

Shortly after, the other build- 
ers’ hardware man sold one and 
then another on the same basis. 
The money for these six came in 
faster than from the sales made 
by the specialty men, and the 
competition was negligible. Leon 
Du Bois sensed a neglected mar- 
ket, dispensed with the services 
of the specialists, and during 
August, 1929, handed the job 
over to his builders’ hardware 
men, whose sales passed the $20,- 
000 mark Feb. 1. 

We try to sell electric refrigera- 
tion on each job, but where we fail 
to do so, we keep in touch with 
the builder and work on the man 
who buys the house. 

“The tie-up gives us a substan- 
tial extra sale, with only the cost 
of the merchandise as extra in- 
vestment. There is practically no 


Du Bois Finds 


Neglected Market for 
Electrie Refrigerators 





extra selling cost and little or no 
competition. The light and power 
company works only on those who 
hodk up for current, but our sales 
are made before that time. 

The service man makes what is 
always a good will call, checks up 
on the refrigerator, and gets the 
assurance of the customer that 
the machine is functioning o. k. 

“For the past year electric re- 
frigeration has been practically 
foolproof, and almost package 
merchandise. If one goes wrong 
we replace the chassis or working 
parts and send the removed ma- 
chinery back to the factory. We 
always keep an extra chassis on 
hand, but the service calls are few. 

“We carry only one line, and 
have from 10 to 20 in stock all the 
time. There are three sizes—4 
cu. ft. selling at $165, 5 cu. ft. 
selling at $225, and 7 cu. ft. sell- 
ing at $300. Fully 65 per cent of 
all sales are for the $165 model, 





How Hanson Sold 90 Per Cent 


When the Utilities Came 


of the Gas Stoves to His Town..... 


ARDWARE dealers who For example, there is J. H. Han- 
give up the fight when son with his little hardware store 
utility corporations get at Milford, Neb., a small country 
active selling appliances town about forty miles from Lin- 


Milford, Neb., has a 





population of less than 
1,000, but when nat- 
ural gas lines came he 
got busy and saved, 
for his store, 36 of the 
40 stove sales made. 
Similar results were 
obtained by Newman 
& Son, Hampton, 
Neb., by the same 


means. 





























in the community, 
in some instances 
at least, are far 
too easily beaten. 
This becomes ap- 
parent when it is 
noted that here 
and there a hard- 
ware dealer has 
bristled up, given 
battle, and won 
out. 





The hardware man 
looked the utility 
man squarely in the 
eye for a space of 
thirty pulse beats be- 
forethe answer came. 


“Yes, you may 

go on that 

basis,” said the 
manager. 


coln. 


When natural gas lines were 
coming into Milford, the gas com- 
pany sent emissaries ahead to 
canvass the town of Milford for the 
sale of gas stoves. 


Hanson was downcast for a time. 
Then something happened, and he 
bristled up. The result of that 
bristling was that he sold 36 of the 
40 gas stoves sold in that town, and 
the utility company made only 4 
sales. 


Salesman Urges Hauson to 
- Stock Ranges 


It was like this. A traveling 
salesman for a wholesale house 
made several trips to Milford and 
talked long and earnestly to Han- 
son. He urged the dealer to take 
on a line of gas ranges and start 
canvassing the town for the busi- 
ness. Hanson insisted at first that 
there was no use, as the utility 
company already had high pressure 
men in the town canvassing for 
that business. But the salesman 
persisted until Hanson got mad and 
decided to give battle to the utility. 


He looked about him. He talk d 
to some housewives. He found that 
the utility salesmen were promis- 
ing that for the first six months 
they would run pipe lines from the 
mains to the meter free of charge 
for those who bought their ranges 
and appliances from the corpora- 
tion. 


That was a clue. Hanson jumped 
into his car and sped to Lincoln. 
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He called at the general office of the 
utility company. He got into the 
manager’s office. 


“I understand,” he said to the 
manager, “that your salesmen at 
Milford are offering to have the 
gas piped into the homes free of 
charge providing the users buy 
their appliances from your com- 
pany. Is that correct?” 


“Yes,” said the manager. 


“Your salesmen,” continued Han- 
son, “have also told the people of 
Milford that the company is only 
interested in getting a load as soon 
as possible, and that is why th>2y 
are out to sell ranges and appli- 
ances.” 


“Yes, we are interested in get- 
ting a load,” said the manager. 
“We are in the business of selling 
gas, and the people must have 
ranges before they can use gas.” 


“Then,” said the hardware man, 
“since you say you are primarily 
interested in selling gas, I am 
going to assume that you will pipe 
to the homes also for those to whom 
I sell gas stoves and appliances, and 
will do this piping free also for six 
months. Am I right. May I de- 
pend upon that?” 


The hardware man looked the 
utility manager squarely in the eye 
for the space of thirty pulse beats 
before the answer came. 

“Yes, you may go on that basis,” 
said the manager. 


“That’s all I want to know,” said 
Hanson, and in a few moments he 
was speeding back to Milford in his 
car. 


That afternoon he began to can- 








vass for gas range sales. He knew 
every woman in Milford by her 
first name. He talked to them on a 
neighborly basis. 


“But the gas company is going 
to pipe our gas in free if we buy 
our range from them,” the women 
protested. 


“ec 


“Certainly,” said Hanson, ‘and 
they are going to pipe it in free 
also if you buy from me. I just 
came from Lincoln where I had a 
talk with their manager, and he has 
promised to pipe it in free for me 
also. And bear this in mind, I have 
been in business here for a long 
time and I expect to be here the 
rest of my life. I will be here to 
give service on your gas stove when 
you need service or repairs, but 
where will the utility’s retail store 
be when you want service? Where 
will they be after they have sold 
these thirty or forty ranges to sup- 
ply the households of Milford? Do 
you think they will keep a service 
store here forever to keep servic- 
ing these stoves? If you buy your 
range from Hanson you know Han- 
son will be here all the time.” 


People began to buy gas ranges 
from Hanson, who kept on hustling 
for business. While he was can- 
vassing, he arranged for display 
advertising space in the Milford 
local paper. 


The advertisement read: 


“Buy Your Gas Ranges 
from 
Hanson’s Hardware Store 


“We have obtained an agree- 
ment with the Gas Company 
that for the first six months 
they will pipe from the main 








to your meter free of charge. 


“So buy now, and get this 
free service. 


“J. H. Hanson Hardware” 


The utility manager who had 
hesitated thirty seconds before giv- 
ing his consent, nevertheless lived 
up to his agreement. 


Hanson sold exactly 90 per cent 
of the gas ranges sold in Milford, 
and the Utility sold only 10 per cent 
of them. This is an example of 
what it means for a hardware re- 
tailer to show fight; to call his men- 
tal resources into play, and jump 
onto a job with both feet. 


Newman & Son, hardware deal- 
ers at Hampton, Neb., then pursued 
similar tactics, and got approxi- 
mately 90 per cent of the appliance 
business when natural gas came to 
Hampton. Many other hardware 
dealers in Nebraska and Iowa are 
now awake to their possibilities in 
this regard and are going after 
this business vigorously in compe- 
tition with the high-pressure sales- 
men the utility companies are send- 
ing into the field. 


The coming of natural gas to 
Nebraska and Iowa has opened a 
lot of potential business of this 
character. Scores of towns now 
have natural gas, and gas ranges 
are selling readily there. In Ne- 
braska and Iowa at present 175 
other towns are in negotiations 
with pipe line companies for nat- 
ural gas. They are falling into line 
for natural gas one by one, and as 
fast as they fall into line there is 
appliance business for the hard- 
ware retailer who will bristle up 
and fight for it. 
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Its Easy to Make 
Window Displays That SELL 


HERE is one rule that 

must be taken into con- 
sideration when arrang- 

ing displays that include 

a variety of articles, that is not 
to crowd them too much if a 
cheap or junky appearance is to 
be avoided. Different articles 
placed too close together are con- 
fusing and detract from each 
other. It will be better to show 
less merchandise and give every 
item enough space to show to ad- 
vantage. Grouping should be con- 
fined to items that come in sets 
or similar arti- 
cles that come 
in various sizes. 
The accom- 
panying suggestions for a window 
display will be easy to arrange as 
only a few boxes, a couple of 


pedestals, a kitchen table or a 
long wide board will be required. 
Only one-half of the window 
shows merchandise; the other 
half shows the fixture layout. 
The general appearance of the 
various items will be easy to fol- 
low and many other small items 
may be included if the display is 
to be made a little more stocky. 

The picture used as a center 
piece should be enlarged on com- 
position board 30 to 36 in. in di- 
ameter, depending on the size of 
the window. This sketch can be 


An Original Hardware Age 


made very simple as much of the 
detail may be omitted. The 
words, “April Sale of Houseware,” 


should be painted on composition 
board 12 to 14 in. wide and ac- 
cording to the length of window. 
In fact, the picture in the center 
may be omitted and the words, 
“April Sale of Houseware,” substi- 
tuted for it. A copy is reproduced 
herewith from which the enlarge- 
ment can be made. Simply rule 
off the large card in the same 
number of squares and copy. 

All articles should have price 
tickets and additional information 
included wherever necessary. 
This is important as there are 
many selling 
points in con- 
nection with 
various items 
that the average person does not 
know about. 

(See opposite page) 


Display 

















HARDWARE AGE for 





MARCH 26, 193! 











Simplified Plan for 
Copying Window 
Poster 


For This Week’s Hardware Age 
Window Display 

The display man who has a little 
talent for drawing, the show card 
man or a sign painter can easily re- 
produce the poster illustrated by 
following a few simple rules. Sim- 
ply decide how large you wish to 
make your poster and determine 
how many times greater this is than 
the cut shown here. The squares 
drawn here are 4 inch. If you wish 
to make a poster say 28 inches 
square you will need to make the 
same number of lines for your 
drawing, but they will have to be 
134 inches apart. This will give 
you a seven times enlargement. 

The letters are placed across the 
top, and figures down the side for 
quick reference when you are copy- 
ing. If the eye follows the design 
from square to square you will be 
surprised to see how accurately you 
can make this copy. The letters and 
figures act as a cross index all the 
while you are working. 

By using colors in flat tones a 
striking effect may be obtained. A 
suggested scheme would be: A me- 
dium blue for the woman’s house 
dress with, of course, a white apron. 
The new bisque or tan may be in- 
troduced on the kitchen utensils 
and under the stove a solid black 
will serve to give snap to your pic- 





A 
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ture. You will get a lot of “kick” 
out of making this snappy window 
poster. Try it. 

For those who are unable to make 
use of this plan, there many dealers 
helps available that will serve as a 
center piece for this window, or a 


large showcard will prove very ef- 


fective. 









See Next Week’s 
Hardware Age 
Window Displays 
They Feature Tools 
and Cutlery.... 
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URCHASERS of radio sets 
P: 1930 received greater 

value for their money than 
it was possible to secure at any 
time since radio made its advent 
on the market ten years ago. This 
fact was disclosed by H. E. Way, 
assistant chief of the electrical 
equipment division of the Depart- 
ment of Commerce, who has re- 
cently completed a tabulation of 
reports received from the radio in- 
dustry. 

The average list price of a radio 
receiving set in 1930 was esti- 
mated at $87, less tubes, as against 
$133 in 1929, Mr. Way stated. 
While the total unit sales of radio 


Average Radio Price in 1930 Was $87 as Against 
8133 in 1929—337% Were Midgets 


receivers for 1930 exceeded the ex- 
pectations of the industry, Mr. 
Way asserted that the industrial 
figures show a 44 per cent de- 
crease in dollar volume, due to the 
advent of the midget set, price- 
cutting, general. business condi- 
tions and heightened sales resis- 
tance resulting from growing 
saturation. The dollar volume for 
the year was placed at $332,198,- 
000, as against $592,000,000 for 
1929. 


30% Were Midget Sets 


Although the midget trend did 
not become a real factor in the in- 


dustry until the fall of last year, 
some 1,130,000 units were sold 
prior to Jan. 1, 1931, or 30 per 
cent of the total unit sales. It has 
been estimated that midget pro- 
duction in 1931 will exceed 50 per 
cent of the total. 


The replacement business in 
tubes was considered disappoint- 
ing by the industry. With 12,000,- 
000 modern tube sets in homes as 
of Jan. 1, 1931, there should have 
been, according to the industry, 
replacements of at least 30,000,000 
tubes, whereas actually 24,000,000 
were sold for this purpos2, or two 
tubes per set. 
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OW is the time to feature 

spring cleaning merchan- 
dise among which all kinds of 
brushes have a prominent part. 
The display above from Huey & 
Philp, Dallas, Tex., shows an ef- 
fective use of manufacturer’s dis- 
play material with a simple lat- 
tice and two solid panels for back- 
ground. Every item shown is 





price marked and brush peddlers 
hold no terrors for this firm. This 
display will be tied up with an in- 
terior presentation of brushes 
prominently shown in the house- 
furnishings department. 

The window below comes from 
James & Hawkins, Inc., Jamaica, 
N. Y., and offers a simple yet at- 
tractive means of showing miscel- 


laneous household hardware. This 
display has plenty of “heft,” yet 
there is not a crowded look in the 
general effect. In this window all 
goods are also priced visibly with 
most of the cards giving a value- 
creating sales message. Some of 
the cooking utensils are colored, 
which helps pep up the display. 
On the opposite page this 
store contrib- 
uted the win- 
dow shown at 
the bottom. It 
has price cards, 
a few artificial 
flowers and a 
simple back- 
ground of 
twisted strands 
of crepe paper. 
The latter gives 
it color. In this 
particular case 
a pale green 
was used, giv- 
ing a spring 
tone. Staggered 
pedestals pro- 
vide space for a 
wide line of 
small electrical 
appliances. 





" bias 





UEY & PHILP HARDWARE 
CO., Dallas, Tex., endeavors 
to lead the way, introducing new 
patterns of china and glassware. 
These two lines have prominence 
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in the company’s large housefur- 
nishings department because it is 
felt that they make the best dis- 
play effect. This firm pushes the 
best available quality, and finds 


this most profitable in the long 
run. 

The fixture is wooden platforms 
coverea with velvet to provide 
contrast. 
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Displaying Small Items Attractively 


it Is Not Difficult If Proper Fixtures Are Available 





By J. M. W. YOST 











T requires only a few minutes to arrange a display of large oats 

















items as ranges, ice boxes, furniture and so on if the win- 











' dow has an appropriate background, but it will require a 
lot of time to fill the same space with small articles if suitable 
fixtures have not been provided for the purpose. 


The Hardware Age Interchangeable Display Fixture, consist- 
ing of various units and described in detail in previous issues 
will be found very convenient as it can be arranged to fit any 
space. In addition to these units, a series of boxes 10 in. square 
and open on one end, will come in handy when building up stocky 
displays. They should be built of %4-in. lumber and finished to 

: . : Setting arranged with the Hardware Age Inter- 
harmonize with the window. changeable Fixture 

































































Stocky displays are usually easy to ar- 
range in small windows, but when none are 
available and a large space is to be used for 
the purpose a much better effect will be had 
by using dividers, as shown in the accom- 
panying illustration. Three stocky displays 
of different lines of merchandise can be made 
without either one detracting from the other. 





























The dividers should be constructed of two 
pieces of Compo-Board reinforced along the 
edges with wood strips %4-in. thick and 2 or 
3 in. wide. Two corner braces, one attached 
to each side at the rear, will hold it in an up- 
right position. The three panels should be 
representative of the season. 


























Showing the advantage of dividers in large windows 


A Convenient Home Made Fixture 








HE fixture shown in the accompanying illustration will come in handy for 

trims in shallow windows or using the side sections only, in connection 
with displays of large items. The three sections should be built separate and 
connected with loose butt hinges. The center section may be omitted, but if 
built should be about 15 in. wide and 48 to 60 in. high, depending on the height 
of trims. 

Two boards % in. thick and 11 in. wide will be needed for each side section. 
The shelves should be of %-in. lumber and attached with wood screws from 
the back of boards. The spacing between shelves should vary from 8 to 12 in. 
depending on the goods to be displayed. High shelves should be at the bot- 
tom and the low ones at the top. 









































A handy display fixture 
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Combination Window Displays 


Are Sales Producers if Well Arranged 


OMBINATION displays are 
C always effective if the items 
are related or used more or 
less together. Many stores have 
adopted the grouping idea, that is 
to display together a number of 
articles that would be used to some 
extent for the same purpose and in 
the same place. 
There are many combinations 





that hardware stores can make up Illustration No. 1. A well arranged combination display 


and especially in connection with 

house ware, furniture, cutlery, sporting and electrical 
goods. Some will be easy to arrange attractively, but 
when large and small items are to be combined some 
provision must be made for the small ones in order to 


¥ 
>} 
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Illustration No. 2. An attractive display of garden tools 














Illustration No. 3. A decorative display fixture 





prevent a junky appearance which is bound to occur if 
too many are placed on the floor. 

The accompanying display of kitchen cabinets and 
house ware is a good illustration of the point. Two 


home-made fixtures with shelving were utilized to 
show smaller items and at the same time divide the 
display into three sections, thereby avoiding a 
monotonous appearance. The articles on the floor 
show to advantage as they are not crowded. 


The garden tools shown in illustration number 
2 are more or less carelessly arranged, but the 
background and natural floor covering more than 
make up for it. It would be difficult to think of 
a more appropriate setting for the purpose as it 
shows the implenients as they would appear if 
used around the home. A good background will 
add much to a badly arranged display, but a poor 
background will detract just as much from an 
otherwise good display. : 


Some lines of merchandise show to better ad- 
vantage when a certain amount of color and at- 
mosphere are included in the display. The fix- 
tures shown in the illustration, number 3, provide 
shelves for the display of small articles, also a 
space for an appropriate painting. This particu- 
lar painting was designed for use in connection 
with displays of house ware, chinaware, seeds or 
garden tools. A suitable painting will add the 
necessary color lacking in some lines and make 
the display more interesting and attractive. Fur- 
ther particulars about these fixtures may be had 
by writing to the Hardware And Display Feature, 
239 West Thirty-ninth Street, New York City. 
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Suggestions on Show Card Layouts 
Will Apply Equally Well to Letter Heads and Newspaper Ads. 











depends on minor details. Its purpose is to impart information 

and to do it best there are certain principles that should be ob- 
served. The message should be brief and to the point. Getting the story 
across in a few words is more impressive than a long’explanation as just 
so many fewer people will take the time to read it. 

To encourage people to read anything when their time is limited, it 
should be easy to read, neat and attractive in appearance. 

The main show card in a display should not require more than a few 
seconds to read or longer than it takes a person to pass the window. It 
should convey the one big thought that will interest persons who had 
no intention of stopping. If explanations are necessary then use the Example No. 4 
smaller cards on individual items for the purpose. 

As an illustration, we reproduce seven show cards, each one telling its 
own story, yet they can be read in approximately seven seconds. Each 
card was designed to forcibly illustrate some point that should be taken 
into consideration when deciding on the wording and layout. A second ; a 
message may be included, but the main thought should stand out so it _ TOOMANY 


will be read by those who are in a hurry. STYLES 


i . Commenting on the cards repro- Oo 


Te difference between an effective and ineffective show card often 























duced, compare examples number 1 
and 2. One has character and is " 
impressive; the other one is easy ellez ys 
enough to read but is not pleasing 
in appearance. Example No. 3, a 
repetition of curves, is monotonous 
and not attractive. One or two Example No. 5 
curved words in connection with 
others on straight lines will cause 
them to stand out. It 1s a good point 
to remember when one or two words 
Example No. 1 are to be emphasized. 
Compare examples 4 and 5. Too 
many styles of letters are confusing 
Not aah and more so when the card is 
crowded. Two kinds of letters may 
be used providing there is not too 
much difference in their appearance. 
Fancy letters, as shown in example 
6, are appropriate for some lines of 
merchandise, but as a general rule 
plain letters are more effective for 
hardware stores. The point to be 
considered is whether they are easy 
to read and adapted to the merchan- 
= =] dise. A card lettered in Old English 
would appear out of place with a dis- 


ef. PEWARE play of tools or farming implements. 


The letters on card No. 6 are not 


oO (URVES very ornate, but notice how the capi- 






















































































tal F stands out from the others and 
Twis 15 how much easier they would be to 

read if they were filled in solid. Ex- 

ls U ample No. 7 talks for itself. Orna- 
“Np RN * e mentation has its place but it should 
not detract from the message. It 


should have some direct connection 
Example No. 3 with the purpose of the card. Example No. 7 
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HERE is usually very lit- 

tle profit in selling a cus- 

tomer only what he or she 

came into buy. Profits 
come largely from sales of addi- 
tional articles without additional 
expense. 


After all, the second sale is 
largely a matter of making a sen- 
sible suggestion at the proper 
time. Goods, like human beings, 
group themselves into families. 
For practically every article in 
the store there are companion 
articles—other items which go 
naturally with that article. In 
the case of strap hinges there are 
hasps, padlocks, door bolts, etc. 
If a customer asks for a cleaning 
rod for a gun, he intimates that 
he is in the market for gun oils, 
polishes, rust preventatives and 
ammunition. When a woman asks 
for a small can of enamel she un- 
consciously tells the salesman that 
she she intends to refinish some 
article of furniture and that she 
therefore needs a brush, some 
sandpaper, wax, furniture polish 
and a host of other things. All 
that is required is to jog her sub- 
conscious mind into consciousness, 
and extra profit-bearing sales are 
made. 


But the actual companion arti- 
cles are not the only ones to be 
suggested. There are others which 
are to be rated as allied items. 
The woman who buys-enamel is in 
all probability cleaning or re-deco- 
rating her home, or a part of it. 
She may need floor oil, a mop, 
some lineleum,,a carpet sweeper 


PROFITS 


Lie in 


EXTRA 


SALES 


or a vacuum cleaner. The man 
who buys a gun is presumably a 
sportsman, and in line for fishing 
tackle or camp equipment. He is 
probably the owner of a car and 
a good prospect for auto accesso- 
ries. 





Sell Merchandise 
Instead of Weather 


The point I am trying to make 
clear is this: Most men behind re- 
tail counters are inclined to quit 
selling after the first sale is made. 
From then on they talk about the 
weather or some similar subject. 
Now, as a matter of fact, you can 
be just as truly friendly when sug- 
gesting needed merchandise as 
when talking weather, and you 
may be doing the customer a de- 
cided favor. No customer will be 
offended at a sensible suggestion. 
If he did not have confidence in 
you and the store you represent, 
he would probably have made his 
first purchase elsewhere. 


= 





Naturally you must use common 
sense in the transaction. If a cus- 
tomer is really in a hurry to leave, 
and has told you so, it would be 
rank foolishness to try to hold him 
even with. sensible suggestions. 
Speed him on his way with a smile 
and he will come back later to 
give you another opportunity. 


In the big chain haberdashery 
stores, the man who goes in to buy 
a collar usually leaves several dol- 
lars in the cash register, and 
comes out with a bundle of shirts, 
ties or socks in addition to the 
collar. This same thing can be 
done in a hardware store with 
other merchandise if you are alive 
to your sales opportunities. 


Think it over. The second sale 
pays profits and provides the 
money for salary increases. At 
the same time. it eventually lifts 
the man behind a retail counter 
out of the clerk class and into the 
ranks of salesmen. 


Fifth of a Series of articles for the 
man on the sales floor. 


Next week’s article is entitled The : 
Time Element in Sales. 
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HOW 
TO 
ORDER 


If you have local stereotyping 
facilities, request the complete 
sets of mats of all the adver- 
tising illustrations of these two 
pages, enclosing your check for 
$1.25. If you need mounted 
cuts order them by number given 
under each cut, listing the num- 
bers in a column. Figure the 
charge at 35c. for each cut when 
less than ten cuts are ordered; 
when ordering ten cuts or more 
figure the charge at 30c. for 
each cut ordered. Enclose check 
with order, please—this saves 
bookkeeping for small amounts. 
Send all orders to 


HARDWARE AGE 
ADVERTISING FEATURE 
239 West 39th Street 
New York City 
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Spring Is in the Air! Use 
Move Your Spring and 





place upon the table. 
to match your present set, or we 


> both suitable and fashionable. 
CEREAL SETS 
= $0.00 


In the new 
colors that 
add so much 
brightness 





+ 








Every one is cleaning—for it’s 
spring. No matter what your 
cleaning requirements are, we 
advise you to come here first. 
We can save you time, money 
and labor. 


Brooms and Brushes 


All of these 
items are a 
necessary 

\ part of the 
= house - clean- 
ing outfit and 

we show an 
unusually 

\y well selected 
assortment 
of each. 

* Brooms from 
00c to 0.00. 
Brushes from 








Jiil 
No. G2 
00c to 0.00. 
Carpet Sweepers 











the carpet No. G3 
and it is very 
easily emptied. Priced at 0.00. 





STORE NAME 


to the kitch- 
en. 15 pieces 
of china; 
four border 
designs for 
selection, and a special price. 








; No. G5 





It is a pleasure to have just the right dish for the things you 
In separate dishes we have many things 


have complete sets with dishes 


in styles to suit the woman who wants to have her tableware 


COLORFUL PLATES 


00c. 


Salad plates 
are in crys- 
tal, green or i 
amber, dec- 
orated with 
light cut 
designs. 
Place plates 
are of china 
in rich and colorful border. 
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No. G6 





STORE NAME AND ADDRESS 
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New Patterns in 


LINOLEUMS 


At clean-up time, new things 
replace those which have out- 
lived their usefulness. Lino- 
leums and oilcloths may be 
your need. If so, we have 
many new patterns and color 
combinations, both in rugs and 
in the roll. 





(Descriptions 
and Prices) 


Colorful Wall Papers for Spring 


We have new patterns both in 
papers and in the cleanable, 
sanitary wall coverings that 
you will like. 
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These Hardware Ads to 


Summer Merchandise! 


wih 


Insure your home against decay. Make repairs as soon as it 
Spring time is fix-up time, so get busy and join the 
handy men who will protect their homes against decay by mak- 
Tools for every need is our help in your Fix-up 


occurs. 


ing repairs. 
crusade. 





FINE HAMMERS 








No. Glv 


0.00 


Tool _ steel, 
hardened 
face, tem- 
pered claw, 
full pol- 
ished and 
black neck. 
Selected 


white hickory handles. 


STORE NAME AND ADDRESS 


ae: eae 
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EXCELLENT SAWS 


0.00 


Our good 
saws cost a 
little more 
than the in- 
ferior kinds, 
but they are 
the cheap- 
est in the 
long run. 














Get Your Sporting Goods Now! 


Our Sporting Goods Department is ready with new merchandise 
for the busy season just ahead. We would suggest selections 


now, while it is at 





its best. 


PLAY BALL!!! 


Gloves for every man on 
the team. Bats that are 
evenly balanced and just 
suit, and balls used by 


professionals 


awaiting the 
team who want the best. 
As for prices, these speak 
for themselves. 


(Items 
and Prices) 


No. G12 


TENNIS 


(Items 


and Prices) 


STORE NAME AND ADDRESS 


eerrrerrerrrrrrrorso 


are here 
man and 





No. G13 


GOLF 


(Items 
and Prices) 
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Nothing creates a clean, 
ful and restful home better than 


paint and varnish. 

















No. G15 


The 
of a 
brush should 
be of the 
stiffness and 
strength for 
the work re- 
quired, 
they 


bristles 
gzood 


should 
be set in the 
wood to stay 
set Our 


drys very quickly. 


and Yy 





cheer- 


Lacquers 


It is a pleas- 
ant and at- 
tractive pas- 
time to paint 
your kitchen 
furniture and 
odd_ things 
the colors so 
popular now, 
with (brand 
name) lac- 
quer. Gives 
the _ desired 
results and 

Prices 00c. 


Brushes 











brushes are No. G16 
selected for 

these two requirements. Prices 
from 00c. to 0.00. 
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Step Lathloes 


A good sturdy step ladder is 
needed around the home for 
housecleaning. These ladders 
are carefully built of kiln- 
dried white wood and se- 
curely put together. 


(Items 
‘and Prices) 


STORE NAME 
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Installment purchasers must 
have their monthly payments 
recorded in this booklet. It is 


thus the means of increasing 
store traffic as well as sales. 


m4 
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Bunting’s Stores do their 
level best to satisfy 


Quality the First Consideration 








For your convenience we carry 
Gas Ranges 
Oil Ranges 
Refrigerators 
Radios 
Incubators 
Electric Washers 
Electric Sweepers - 
Gas Heaters 


Full Nam 


Street 


ity 








REcorD OF RECEIPTS 


Addres 


a 





UNTING’S 


DURING A 


State 


Complete lines of Cutlery, Sport- 

ing Goods, Paint ¢ Hardware, 

Kitchen Supplies and Builders’ 
Hardware, 


Sold on Terms to Suit You 


BUNTING Harpware Co. 





BUNTING Harpware Co. 
' 810-12-14 Walnut St. 

i Kansas City, Mo. , 
South Side Store 
4624 Trowst Ave. 





l Kansas Store 
i 510 Minn. Ave. 


109 West Lexington Ave. 





LANNED effort, combined with 
up-to-date merchandising meth- 











Misses 


Independence—South Side tiquare | | 





ods has enabled the Bunting 





This article describes the sales 
methods used in making pos- 
sible a yearly sales average of 
nearly 600 electric washing 
machines. A big increase is 
anticipated this year as the “floor 
sales” plan is making a strong 
come-back. 


t 


ee eee 


Hardware Co., Kansas City, 

Mo., to sell more than 10,000 electric 

‘ washing machines of one make during 
the past seventeen years. 

A record, maintained in book form, has proven 
doubly beneficial. It serves to eliminate free servic- 
ing after the expiration of the customary one year 
free service period. 

In time the record becomes a first-class prospect 
list. The data on record includes full information on 
the type of washer sold, the name of the salesman, 
name and address of purchaser, and date of sale, to- 
gether with terms of sale. Records are available cov- 
ering every washer sale from 1921 to date. 

In order to provide a double check, the service 
man reports the condition of all washers which he 
services. If this reveals that. the machine is worn 
out, obsolete or unserviceable; the store immediately 
gets. in touch with the customer by telephone or 
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Sold 10.000 Washers 


SEVENTEEN YEAR PERIOD 


personal call, and offers an allowance on the old 
machine to apply on the purchase of a new one. If 
this method proves unproductive, such prospects are 
placed on a list to receive especially prepared sales 
promotional literature and letters. This often builds 
up interest in the new machine, until the prospect 
is in the proper frame of mind to buy. 

A list of thousands of satisfied users has been pre- 
pared from the washer sales record book and is ac- 
cessible to any prospective purchaser. Submitting 
this list has been a very effective medium for break- 
ing down sales resistance. The store emphasizes that 
a washer having such wide acceptance must have real 
merit and that there must be a reason why thousands 
of purchasers have chosen it. 

At the present time nearly 90 per cent of all 
washer sales are made from floor demonstrations. It 
has been the experience of the store that this “floor 
sales plan” is now making a strong come-back. The 
“floor sales plan” has been found the most practical 
as well as the most economical washer sales method. 

Despite the fact that 90 per cent of washer sales 


are made in the store, a home demonstration is given 
when the customer requests it, or in instances where 
this seems desirable. The floor display is carefully 
watched and occupies a prominent place. All samples 
are kept in immaculate condition and in perfect run- 
ning order. Each machine is priced in plain figures 
with circulars and other selling helps placed near the 
display. Comfortable chairs are provided. 

Circulars are extensively used as enclosures with 
monthly statements and many sales have been traced 
directly to this form of advertising. In addition, 
washers are featured in newspaper advertising at 
least once a week. Attractive window displays are 
also used. 

During a ten-day sales campaign the firm uses a 
“No Money Down” plan. This entails taking the old 
washer as the first payment. The purchaser can then 
use the new machine for thirty days before the first 
payment is due. On other special washer sale events 
free premiums, such as a case of soap, or a pair of 
laundry tubs, have been found very effective in in- 
creasing sales. 

It is the custom of the store to give a small’ com- 
mission on sales influenced by users of the washer. 
The firm finds it an easy matter to explain this propo- 
sition to purchasers in the following manner: “Mrs. 
Jones, we will give you $2 in cash if you have a friend 
who needs an electric washer. Just give us her name 
and we will call on her and if we make a sale the $2 
present is yours.” 

In the last eighteen months, 50 per cent of the firm’s 
washer sales have been made either for cash in hand, 
or on a cash within sixty days basis, with no inter- 

est charged in the latter case. 
This would indicate that half 
of the store’s washer custom- 
ers do not now demand long 
terms. However, the usual plan 
for deferred payments is ex- 
tended to customers who desire 
to take advantage of this meth- 
* od. Either cash, or the allow- 
ance on the old washer, serve as the down payment. 

One service man, employed on a part time basis, 
has been able to handle all service calls and to make 
deliveries. It is pointed out that this man is not the 
type that is usually found with a monkey wrench in 
his hand, but instead is a real salesman and a genuine 
asset to the store. Such a man advertises the store 
in a favorable manner and builds considerable good 
will for the firm. It is interesting to know that 50 
per cent of the service calls on the older models of 
washers, will with this man, result in trade-in sales 
on the newer models. When the machines have been 
in use one year or longer a charge is made for mate- 
rials used and time spent in making service calls. 
One of the important factors in keeping users satis- 
fied, and in establishing a splendid reputation for the 
firm’s ability to render service, has been the complete 
line of replacement parts carried in stock. Necessary 
parts for models as far back as 1914 are always kept 
on hand. This obviates the necessity of telling cus- 
tomers that it will be impossible to repair the machine 
until the necessary parts are ordered. 
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KANSAS PASSES 
AntTLeuTmitry Law 


Measure signed by Governor, prohibits 


Utilities from manufacturing or selling 


Merehandise. .. . 


FTER Aug. 1, 1931, it will be unlawful for 
public utilities companies to sell merchan- 
dise in Kansas. The Kansas legislature has 
passed the measure known as House Bill 

144, and it has been signed by Governor Woodring. 
In its original form it was to go into effect in June, 
1931, but was reported back to the House amended to 
read Aug. 1. 


One of the very active workers for the passage of 
the bill was A. A. Doerr, Larned, Kan., a prominent 
member of the Western Retail Implement and Hard- 
ware Association. This association went definitely on 
record in favor of such legislation at its annual con- 
vention in Kansas City in January. 


Representatives Clarence G. Nevins, Dodge City, 
Kan.; J. W. Graber, Kingman, Kan.; Joseph Benson, 
Kismet, Kan., and F. E. Lumpkin, Bellaire, Kan., were 
also active in forwarding the passage of the bill. 
These men are merchants who are representing their 
respective districts in the Kansas legislature. 


ii agitation which resulted in the law was spon- 
sored by the Fair Merchandising Association, Kansas 
City, Mo. Working closely with this organization is 
the Good Business Club of Kansas, with headquarters 
at Winfield, Kansas. Back of these organizations are 
business groups of the two States, such as: Kansas 
City Retail Hardware Club; Missouri Retail Hard- 
ware Association; Missouri Master Plumbers Asso- 
ciation; The Plumbing Contractors Association of St. 
Louis; The St. Louis Furniture Association; The 
Kansas City Retail Furniture Association; The Kan- 
sas Master Plumbers Association and the Western 
Retail Implement and Hardware Association. In ad- 
dition there are active local groups of merchants co- 
operating in Wichita, Topeka, Atchison, El Dorado, 
Hutchinson and other cities of Kansas. 


The law as enacted reads as follows: 


AN ACT providing for the protection of the public 
as consumers of electricity, gas and water from un- 
just charges in rates; aiding the public service com- 
mission at arriving at just rates; preventing unfair 


discrimination in wholesale, retail 

and manufacturing business of 
public utilities; preventing misuse of merchandising 
by public utilities by making unlawful the manufac- 
turing, leasing, distributing and selling of merchan- 
dise by public utilities; and relating thereto. 


_ Be it enacted by the Legislature of the State of 
Kansas: 


S ECTION 1. From and after the first day of August, 
1931, it shall be unlawful for any individual, firm or 
corporation engaged in the manufacturing, transport- 
ing, distributing or selling of heat, gas, water, elec- 
tricity or electrical current to engage in the manu- 
facture, wholesale or retail, by sale or lease, of any 
chattel, article, commodity or manufactured product, 
except those articles which have been owned by such 
utility company in manufacturing, distributing or 
selling its utility service, or those articles which are 
the direct product of the business of manufacturing 
or distributing said utility service. 


Sec. 2. The public service commission of the State 
of Kansas shall have the same powers in investigating 
complaints of the violation of Section 1 hereof as is 
provided for in Chapter 66 of the Revised Statutes for 
1923, and all amendments thereto. 


Sec. 3. Any individual, firm or corporation guilty of 
violating any of the terms of this act shall be ad- 
judged guilty of misdemeanor and shall be fined not 
less than $100 nor more than $500 for every offense, 
and the manufacturing, wholesaling, retailing or leas- 
ing of each article so manufactured, wholesaled, re- 
tailed or leased shall be held to be a separate and 
distinct offense; and in addition to the penalty herein 
provided, any such individual, firm or corporation may 
be enjoined in the district court of any county in 
which such act is being committed by an action 
brought by the public service commission or by the 
State of Kansas, by and through the attorney-general 
or the county attorney, or by any interested person, 
from violating further the terms of this act. 


Sec. 4. This act shall be in force and take effect 
from and after its publication in the official State 


paper. 
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AMERICAN FORK & HOE 
BUYS CONNEAUT SHOVEL 


The American Fork & Hoe 
Co., Cleveland, Ohio, has taken 
over the business and equip- 
ment of The Conneaut Shovel 
Co., Conneaut, Ohio. The pat- 
terns and production of the 
Conneaut line will be con- 
tinued, as will its personnel, 
but the organization will here- 
after be operated as the Con- 
neaut Shovel Works of the 
American Fork & Hoe Co. 





NUSHAWG DIRECTS 
OHMER CASH REGISTER 
SALES INSTRUCTION 


W. N. Nushawg has just 
been appointed by Ray M. Oh- 
mer, manager of the cash reg- 
ister division of the Ohmer 
Fare Register Co., as general 
field supervisor of cash register 
sales instruction throughout the 
United States and Canada. Mr. 
Nushawg, who has a national 
reputation as a sales executive, 
comes to the Ohmer organiza- 
tion after six years with the 
National Cash Register Co., 
during which period he sold 
cash registers and accounting 
machines. 

Special schools for cash reg- 
ister salesmen will be con- 
ducted at the various sales 
agencies throughout the coun- 
try, and a series of special sales 
conventions are to be held in 
Dayton under Mr. Nushawg’s 
supervision. 


WESTINGHOUSE FORMS 
A RURAL DIVISION 

Realizing the growing de- 
mand for electrical farm equip- 
ment and home appliances in 
the small towns and on farms, 
C. E. Allen, commercial vice- 
president of the Westinghouse 
Electric & Mfg. Co., has ap- 
pointed R. C. Cosgrove as rural 
distribution manager of the 
company’s merchandising de- 
partment. 

Mr. Cosgrove graduated from 
Carnegie Institute of Technol- 
ogy in 1918, and before his re- 
cent appointment was manager 
of the Westinghouse small 
electric plant and water system 
sales. He is a member of the 
American Society of Agricul- 
tural Engineers, The National 
Committee on the Relation of 











Electricity to Agriculture, and 
Farm Equipment Committee of 
the National Electric Light As- 
sociation. 
VAN B. HOOPER, PRES., 
GENERAL LOCK CORP. 


The General Lock Corp., 240 
N. Milwaukee St., Milwaukee, 
Wis., with plant at Lancaster, 
Pa, is a new. organization 
which will manufacture a com- 





VAN B. HOOPER 


plete line of laminated padlocks 
to be marketed under its own 
trade mark. Van B. Hooper, 
president, is also president 
of the General Grinder Corp., 
Milwaukee, Wis., and former 
general sales manager of the 
Master Lock Co. S. R. Slay- 











8. R. SLAYMAKER 


6 


maker, Lancaster, Pa., chair- 
man of the board, is also chair- 
man of the board of the Slay- 
maker Lock Co., Lancaster, 
Pa. Charles G. Crabb, vice- 
president of the organization, 
is vice-president of the Gen- 
eral Grinder Corp. and former 
sales promotion and_ export 
manager for the Master Lock 
Co. 

W. Heyward Smith, secre- 
tary of the new lock company, 
is vice-president of the Slay- 
maker organization. Samuel C. 
Slaymaker, treasurer of the 
new lock company, is president 
of the Slaymaker Lock Co. The 
new company has announced a 
rigid jobber-only sales policy, 
as well as one of refusing to 
sell to mail order houses, chain 
stores, department stores or re- 
tailers directly. 





WELDON, ASS’T. SALES 
MGR., THOMAS MFG. CO. 


Jess C. Weldon, Toledo, 
Ohio, was recently appointed 
assistant sales manager of the 
Thomas Mfg. Co., Newcastle, 
Ind. He was formerly with 
Yale & Towne Mfg. Co. for 
12 years. Mr. Weldon repre- 
sented that company as district 


representative in various sec- 
tions, including the Central 
West. He has a_ thorough 


knowledge of the builders’ hard- 

ware distributors throughout the 

country. . 
STA-BRITE PRODUCTS 
MOVES N. Y. OFFICES 


Sta-Brite Products Corp. 
New Haven, Conn., moved its 
New York offices on March 20 
from 1123 Broadway to new 
and larger quarters at 69 W. 
23d St. 


J. A. C. WADSWORTH DIES 
Joseph A. C. 


president and 
Smith-Wadsworth, Charlotte, 
N. C., wholesale and _ retail 
hardware firm, died March 19 


Wadsworth, 
treasurer of 


in the Hotel Pennsylvania, 
New York City. He was also 
a director of the Pegram- 


Wadsworth Land Co. and was 
affiliated with the Wadsworth 
Land Co. Mr. Wadsworth, 
who was 42 years old, shot him- 
self, it is believed, in a fit of 
despondency. 


1 








COLUMBIAN ROPE BUYS 
R. A. KELLY INTEREST 


A. Kelly 
pur- 


Control of the R. 
Co., Xenia, was 
chased by Columbian Rope Co., 
Auburn, N. Y., on March 18. 
R. A. Kelly Co. will continue 
to manufacture, sell and oper- 
ate as a separate unit, but will 
have the benefits of the re- 
sources, research laboratories, 
experimental departments, etc., 
of the Columbian company. 

No changes in the policies 
and connections of the Kelly 
unit will be made. They will 
remain the same as they have 


Ohio, 


been during the past thirty 
years, according to the an- 


nouncement. 


5TH HOUSE FURNISHING 
SHOW AT STEVENS 
HOTEL, CHICAGO 

The Fifth 
House Furnishing Exhibit will 
be held at the Stevens Hotel, 
Chicago, Ill, January 10-16, 
inclusive, 1932. The decision 
to return to the Stevens Hotel 
was reached after a full and 
careful consideration of the 
question by the National House 
Furnishing Manufacturers As- 
sociation and the wishes of a 
majority of the leading buyers 
manufacturers. The Na- 

House Furnishing Buy- 
ers Club, through president 
Otto T. Pergler, have approved 
of the Association 
the Stevens 


Annual National 


and 
tional 


the action 
in returning 


Hotel. 

The 1931 Show was the most 
successful which has been held. 
Buyer attendance this year 
showed a marked increase over 
last year, the largest previous 
show. Much interest was shown 
in the meetings of buyers to 
discuss merchandising problems 
and these meetings will be held 
next year with promise of much 
greater success. Leaders in the 
trade and industry have ex- 
pressed their confidence in the 
continued growth of this na- 
tional market event and a 
larger number of buyers and 
exhibitors are expected at the 
1932 Show than any previous 
exhibit. 


to 
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VALENTINE & CO. STARTS 
TED LEWIS BROADCASTS 


Saturday, March 21, Valen- 
tine & Co. and its subsidiaries 
started a series of radio broad- 
casts over an N.B.C. hookup of 
43 stations east of the Rocky 
Mountains, featuring Ted Lewis 
and his Musical Clowns. The 
programs, which will be offered 
for 13 weeks, are from 7.30 to 


8 o'clock, eastern standard 
time. Station WEAF is the 
station from which the pro- 


grams will be sent through the 
network. 


To assist dealers in their 
sales campaign, a free quarter 
pint can of Valspar 4-hour 
enamel, in any color, with a 
brush is offered to listeners 
during the campaign. The pro- 
grams, according to N. W. 
Dreschner, general sales man- 
ager of the company, to be 


broadcast are designed not only 
to feature the enamel item, but 
the entire Valspar line, includ- 
ing paints and varnishes. Dur- 
ing the program the announcer 
will give messages concerning 
the company’s products. In 
connection with the broadcasts, 
the dealer is offered window 
trims, calling attention to the 
broadcast, color cards for the 
enamel, requisition cards to be 
signed by consumers who get the 
free offers and “tickets of ad- 
mission.” 


J. H. TWAN PASSES 


John Henry Iwan, 88, senior 
partner of the Iwan Bros. Co., 
South Bend, Ind., makers of 
hardware specialties; died in 
that city March 13 of bronchial 
pneumonia. He was a native 
of Germany, beginning his busi- 
ness career in this country in 
South Bend with a small shop, 
where he made plows for a 
short time. Later a larger con- 
cern allowed him to use its 
plant. In Gilman, IIl., he joined 
Samuel Tapp in the making of 
plows and carriages. In 1877 
Mr. Iwan’s brother, William 
Lewis Iwan, bought out Mr. 
Tapp. The business: moved in 
1880 to Streator, Ill., and to 
South Bend in 1910. 

Mr. Iwan was the inventor of 
several implements, patented in 
the name of the firm, including 
a hitching hoe and post hole 
augur. 


MEXICAN BINDER TWINE 
WILL MOVE ITS OFFICES 
IN UNITED STATES 


The Mayapan Cordage Mills, 
Inc., Merida, Yucatan; Mexico, 


have moved the middle west of- 


fices to the Dayton Industries 
Building, Dayton, Ohio. Larger 
sales quarters and offices are to 





CHICAGO MODEL HARDWARE STORE OPENS 


600 Attend Meeting in Merchandise Mart—Llew S. Soule Talks 


The Model Hardware Store 


of the Chicago Retail Hard- 
ware Association, located in 
Chicago’s great Merchandise 


Mart, was formally opened on 
March 13. On that day fully 
1000 men and women connected 


with the retail hardware trade’ 


passed up and down its aisles 
and viewed the merchandise on 
display. Over 600 attended the 
regular monthly association 
meeting at 8:30 that evening, at 
which time the store was dedi- 
cated with appropriate  cere- 
mony. 

President W. H. Hishon pre- 
sided at this meeting, with Vice- 
president L. W. Fisher and Sec- 
retary J. C. Amis on either side. 
After a presentation of the offi- 
cers of the Chicago Retail 
Hardware Association and the 
announcement of the store open- 
ing, a representative of the 
Chicago Chamber of Commerce 
was introduced, to speak brief- 
ly on the coming Clean-Up and 
Paint-Up Campaign. He told 
of the enlisting of Chicago 
school children in the campaign, 
and informed the dealers where 
to obtain posters, etc., to use in 
decorating their display win- 
dews during the prescribed pe- 
riod. 





On Store Arrangement 


President Hishon then intro- 
duced the speaker of the eve- 
ning, Llew S. Soule, editor of 
Harpware AGeE, who talked on 
store arrangement. Mr. Soule 
emphasized the value of proper 
display fixtures, store windows 
and interior arrangement. ‘The 
mail order houses,” he said, 
“were the first to recognize the 
value of open display of mer- 
chandise. Even though they 
were handicapped by inability to 
show the merchandise itself, 
they displayed it through illus- 
trations and sold it by means 
of printed sales talks. 

“Tt might be well, therefore,” 
he said, “to compare the deal- 
er’s store with the mail order 
catalog in order to gage its ef- 
ficiency.” 

He then followed through 
with the comparison referring 
to the windows as the catalog 
cover, the display tables as cata- 
log pages, and the merchandise 
as the catalog illustrations. He 
advised color in window dis- 
plays, the creation of a price 
atmosphere in the store, ar- 
rangement of tables and width 
of aisles to encourage store 
traffic, and the use of talking 
price cards, which, in addition 





to price, carry some value- 
creating reference to the mer- 
chandise. Mr. Soule told in de- 
tail methods to use in trimming 
tables and arranging merchan- 
dise, giving the reasons for the 
things advocated. 

He strongly advised against 
filling the tables with cheap 
merchandise and selling down 
instead of up. “Keep your 
store a hardware store,” he said, 
“not a glorified ten cent store.” 
He further advised merchants 
to visit the model store regu- 
larly to keep informed as to 
new merchandise, new methods 
and up-to-date displays. At the 
close of his address he was 
given a rising vote of thanks. 

The Model Store is the first 
and only permanent exhibit of 
its kind sponsored by a retail 
hardware group. The idea was 
conceived by Secretary Amis 
and promptly put into execution. 
It.is to be used as an experi- 
mental laboratory for merchan- 
dising ideas and methods, as 
well as an exhibit of actual mer- 
chandise. 

A detailed description of the 
Model Store, with illustrations, 
will appear in the next issue of 
HARDWARE AGE. 





be-occupied at the new address. 
The office is in charge of James 
Wilson, III, manager, and M. 
C. Redding, assistant manager. 





NORGE ANNOUNCES SALES 
FINANCING PLANS 

Aiding its distributors in giv- 
ing the public an installment 
plan that relieves. the dealers of 
the responsibility of financing 
refrigerator sales, the Norge 
Corp., Detroit, Mich., a sub- 
sidiary of the Borg-Warner 
Corp., has launched a_nation- 
wide deferred payment plan. 
Under the plan each distributor 
will enter into a contract with 
the financing company by which 
a limited contingent liability of 
5 per cent of the volume of 
paper purchased from its deal- 
ers will be assumed by the dis- 
tributors, in any yearly period. 
Under this arrangement the dis- 
tributor has complete control of 
the amount of credit extended 
to dealers by the finance com- 
pany. 

The new distributors recent- 
ly named are: Columbia Whole- 
salers, Inc., Baltimore, Md.; 
The Sutcliffe Co. of Ohio, Cin- 
cinnati, Ohio; Auto Equipment 





Co., Denver, Col.; W. M. Dut- 
ton & Sons Co., Hastings, Neb. ; 
French Nestor Co., Jackson- 
ville, Fla.; Reinhard Bros. Co., 


Minneapolis, Minn.; Chapin- 
Owens Co., Inc., Rochester, 
N. Y.; Strevell-Patterson 





Hardware Co.; Salt Lake City, 
Utah; Onondaga Auto Supply 
Co., Syracuse, N. Y., and 
Norge Corp. of Canada, To- 
ronto, Ont., Canada. 





AJAX ELEC. SPECIALTY 
TO MOVE TO CHICAGO 


Ajax Electric Specialty Co. 
has announced that its offices 
will be removed from the Radio 
Building, St. Louis, Mo., to 
6400 S. State St., Chicago, II1., 
on April 15. At the new ad- 
dress, increased factory and 
sales facilities are being ac- 
quired. The direction of the 
company will continue under J. 
S. Cuming, president and 
founder of the company. Mr. 
Cuming also heads the Ajax 
Electrical Sales Co., St. Louis. 
The company will operate as 
district sales representatives for 
the specialty company and other 
lines of electrical and radio 
supplies. 





EDWARD C, CULLEY DIES 


Edward C. Culley died in 
North Weymouth, Mass., re- 
cently at the age of 81. In 1863 


he entered the employ of the 
Fitchburg File Works, Fitch- 
burg Mass., remaining with 
that organization for seven or 


eight years. He then joined 


Wiley & Russel, Greenfield, 
Mass., for whom he traveled 
about three years. Mr. Culley 


then rejoined the file works, 
leaving the company again after 
six or seven years. He returned 
to the file company, remaining 
with the organization, when 
Simonds Mfg. Co., now the 
Simonds Saw & Steel Co., ac- 
quired the business. 

As a young man he conducted 
a ship chandlery in Setauket, 
L. I. In 1909 he became presi- 
dent of the Peoples National 
Bank of Lakewood, which po- 
sition he held at the time of 
his death. He was also a for- 
mer president and a founder of 
the Lakewood Building and 
Loan Association. For three 
years he was a member of the 
township committee. ; 
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DETROIT CHAIN STORE 
PRICE ANALYSIS WILL BE 
COMPLETED SOON 
(From Our Washington Bureau) | 
The Federal Trade Commis- 
sion chain store study of com- 
parative prices, which is being 
carried on Detroit, Mich., 
is nearly completed as far as 
the field work is concerned, ac- 
cording to the Commission’s an- 
nouncement. This is the fifth 
city in which such a price sur- 


in 





vey has been undertaken. The 
material obtained thus far, it is 
stated, either by schedule or by 
field survey, is being rapidly 
worked into shape for report. 

The Commission’s final re- 
port on its resale price mainte- 
nance inquiry is in draft form 
and is being considered by the 
Commission. This report will 
constitute the second and con- 
cluding volume of the investi- 
gation. 








RAABE DIES; SAPOLIN CO. 
VICE PRES. AND TREAS. 


John Raabe, 
and treasurer of Sapolin Co., 
Inc., New York City, died sud- 
denly on March 16 at the age 
of 61. For over: 40 years Mr. 
Raabe had been an executive 
of Gerstendorfer Bros., which 
several years ago became the 
Sapolin Co., Inc. In_ recent 
years he assumed his position 
as vice-president and treasurer. 
Mr. Raabe is survived by Mrs. 


vice-president 


Raabe; a son, C. Edward 
Raabe, secretary of the Sapo- 
lin organization, and two 
daughters. 


COMMERCE DEPARTMENT 





ISSUES TWO STANDARDS 


The Bureau of Standards of | 
the Department of Commerce, | 
Washington, D. C., has issued 
two Simplified Practice Rec- | 


ommendations, under the Divi- | 
sion of Simplified Practices. | 
Recommendation R104-30 con- | 
cerns the Packaging of Flash- | 
Light Batteries, while R60-30 
concerns the Packaging of Car- | 
riage, Machine and Lag Bolts. | 
The division states that the | 
benefit to be derived from any | 
simplification is directly pro- | 
portional to the degree of gen- | 
eral adherence it receives. The | 
recommendations are made to | 
eliminate unnecessary waste in 
the fields concerned. 

Copies may be purchased di- 
rectly from the Superintendent 
of Documents, Government | 
Printing Office, Washington, | 
D.C. 





OHMER OPENS NEW 
CINCINNATI OFFICE 
The Ohmer Fare Register 
Co. has just established 
sales offices at No. 333 East 
Eighth Street, Cincinnati, Ohio, 
for handling Ohmer cash regis- 
machine 
sales in that territory. F. H. 
Dickey, who has been placed 
in charge of the Cincinnati ter- 
ritory, is a veteran cash register 
sales agent having been asso- 
ciated with the National Cash 

Register Co. for 18 years. 

In addition to the regular 
line of cash registers and ac- 
counting machines, other Ohmer 
products, including fare regis- 
registers, 


new 


ter and accounting 


ters, ticket-printing 
taximeters and recording in- 
struments, will be handled at 


the Cincinnati offices under the 
special sales direction of C. E. 
Diebold. 


MACNEILL, WESTING- 
HOUSE ENGINEERING 
UNIT HEAD 


To secure coordination of ef- 
fort, the Westinghouse Electric 
& Mfg. Co. has announced the 
appointment of J. B. MacNeill 
as general manager of distri- 
bution engineering, with head- 
quarters at East Pittsburgh. 
This group comprises the en- 
gineering activities on switch- 
boards, circuit breakers, meters, 
relays, high tension insulators, 
and lightning arresters. Mr. 
MacNeill is a graduate of the 
Lowell Institute and Massachu- 
setts Institute of Technology, 
and has been continuously in 
the employ of the Westinghouse 
company since 1913. Prior to 
his present position, Mr. Mac- 
Neill held successively the po- 
sitions of circuit breaker engi- 
neer, section leader on circuit 
breakers and manager of the 
circuit breaker engineering de- 
partment. 

Mr. McNeill is a member of 
the American Institute of 
Electrical Engineers, the Na- 
tional Electric Light Associa- 
tion and the National Electrical 
Manufacturers Association, and 
in addition to being active in 
committee work in these bodies 
has presented several contribu- 
tions to the literature of circuit 
interruption. Mr. MacNeill 


| MORTON SCHWABACHER 


| sity. 
|a honeymoon trip to Honolulu | 














spent the summer of 1930 re- | 


viewing European practice on 
switchgear and distribution ap- 
paratus subsequent to attending 
the World Power Conference at 
Berlin as a representative of 
the National Electrical Manu- 
facturers Association of 
United States. 





the | 


WEDS EMILIE BLOCH 


Morton Schwabacher married 


| Miss Emilie Bloch of San Fran- | 


cisco, Cal., in that city on 
March 9. Mr. Schwabacher is 
a member of the wholesale | 


hardware firm of Schwabacher 
Hardware Co., Seattle, Wash., 


and a graduate of Yale Univer- | 


Upon their return from 


the couple will reside at 902 
17th Ave., N., Seattle, Wash. 


A. I. REES PASSES 


A. I. Rees, secretary-treasurer 
of the Indiana Hardware Co., 
Indiana, Pa., wholesale and re- 
tail dealer, died March 13 in 
the Johns Hopkins 





A. I. REES 


Baltimore, Md. Mr. Rees, who 
was 51, first entered the hard- 
ware business in Punxsutaw- 
ney, Pa., later going to Cly- 
mer, Pa. During the past 20 
years he resided in Indiana, Pa. 
In addition to his hardware in- 
terests Mr. Rees was a direc- 
tor of the Indiana Savings & 
Trust Co. and president of the 
board of directors of the Stor- 
age Ice & Supply Co. 

Mr. Rees is survived by Mrs. 
Rees, one daughter, five sisters 
and one. brother. 


H. M. DEMAREST, AGENT 
FOR SALLEE BROTHERS 


H. M. Demarest has made 
arrangements to represent Sal- 


| lee Brothers, Pocahontas, Ark., 


handling their hickory handle 
line in New York State and 
New Jersey. Mr. Demarest, 
who lives at 538 Summer Ave., 
Newark, N. J., was formerly 
connected with the American 


| Handle Co. for four years. 


Hospital, | 


} ing 


NORGE CORP. HOLDS 
TRADE SALES MEETING 
| The Norge Corp., a subsidiary 
of Borg-Warner Corp., held a 
| series of trade district sales 
; conventions this month. Con- 
ventions were held in Charlotte, 
| N. C., and Springfield, Mass., 
| March 17; Richmond, Va., and 
Soston, Mass., March 18; Bal- 
| timore, Md., and Philadelphia, 
Pa., March 19; New York City, 
| March 20; Pittsburgh, Pa., 
| March 23; Cleveland, Ohio, 
March 24; Chicago, March 25. 
| Other conventions were held 
| earlier in the month in Cincin- 
nati, Ohio; Charleston, W. Va.; 
| Buffalo, N. Y.; St. Louis, Mo. ; 
| Indianapolis, Ind.; Des Moines, 
|!lowa; Minneapolis, Minn.; 
| Nashville, Tenn.; Memphis, 
| Tenn.; Milwaukee, Wis.; Bir- 
|mingham, Ala.; New Orleans, 
| La.; Columbus, Ohio; Jackson- 


i ville, Fla.; Atlanta, Ga.; 
| Rochester, N. Y., and Syra- 
| cuse, N. Y. 

Subjects dealing with the 


| merchandising opportunity, the 
product, requirements in home 
appliance selling, the advertis- 
and local merchandising 
program, service and time pay- 
| ment, as well as the present and 
| future market were discussed. 
In some instances public officials 
and business leaders addressed 
the meetings. Dealers from 
surrounding areas attended. 





WESTCHESTER DEALERS 
HOLD ANNUAL BANQUET 

The 19th annual dinner of the 
Westchester Hardware Deal- 
ers Association was held at the 
Hotel Gramatan, Bronxville, 
N. Y., March 19. Seventy-five 
members, wives and guests at- 
tended the affair. Officers were 
elected at the dinner, the same 
executives being elected for the 
ensuing year. Officers are: 
President, Benjamin H. Adler, 








Dobbs .Ferry, N. Y.; vice-pres- 
ident, W. L. Vetter, New Ro- 
| chelle, N. Y.; secretary, George 
| V. Bosley, Fowler & Sellers 
| Co., White Plains, N. Y., and 
treasurer, Samuel T. Riley, Cor- 
tae Bros., Tuckahoe, N. Y. 

| The speaker of the evening 
| 





the Rev. Frank L. Ed- 
wards, pastor, Congregational 
Church of Bronxville, who 
| was introduced by toastmaster, 
Harry T. Hoblin, Bronxville. 
Dancing followed the dinner. 


| was 





J. H. SHORT PASSES 


John H. Short, 50, 
tary and assistant treasurer of 


the Garland Mfg. Co., West 
Pittsburgh, Pa., died at his 





home in Beaver, Pa., on March 
| 18. He was born in Allegheny, 
| Pa. 


secre- - 
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Caulk-O-Seal 
Offered in Tubes 


Calbar Paint & ‘Varnish Co., 
2620 N. Martha Street, Philadel- 
phia, Pa., now offers its product, 
known as Caulk-O-Seal, in tubes. 
The tubes are made convenient 
for home use by the addition of 
a pressure key and insert nozzle 
to be used as pictured. In this 
handy form the compound can 
be utilized for filling door and 
window cracks, sealing openings 
between bathtub and tile, sealing 
cracks in heaters and numerous 
other repair jobs around the 
house. The lithographed con- 
tainer holding a pint is known as the Jumbo tube and is 
packaged in one, two and three-dozen lots in attractive 
display carton. The suggested retail selling price is $1 per 
tube. Dealer discount is 40 per cent. Caulk-O-Seal is still 
available in bulk quantities of quart, half-gallon, gallon, 
five-gallon and drum containers for the contracting trade. 





Maydole Non-Mushrooming Cold Chisel 


The Maydole non- 
mushrooming cold 
chisels are pressed 
forged from highest grade alloy steel especially adapted to 
the manufacture of quality edge tools. Non-mushrooming 
head eliminates the danger of flying particles, says the 
maker. To secure this improvement Maydole cold chisels 
are heat treated with the utmost care, the head and cutting 
edge being treated separately, with special process to in- 
sure proper degree of hardness. David Maydole Tool Corp., 
Norwich, N. Y., makes this chisel in seven faces, from % 
in. to 1 in. of stock 4%” to %”, the lengths running from 
5 to 8%”, according to face and stock of tool. List prices 
per dozen are from $3 to $10.20. Dealer discount is 40-10-5 
per cent on this line. 





Westinghouse 
1931 Electric 
Ranges 


Dutch oven fla- 
vor zone ovens 
and Quick - Cook 
surface units are 
outstanding fea- 
tures in the 1931 
line of electric 
ranges announced 
by the Westing- 
house Electric & 
Mfg. Co., Mans- 
field, Ohio. The 
new type “C” 
ranges have the 
Quick-Cook units, 
a shelf directly 
above the cook- 
ing platform with a condiment set and an adjustable 
_ mirror, towel rack, sloping switch panel, smokeless broiler 
pan and a tray beneath the cooking platform to keep it 
clean and free of food particles. Royale No. 842 is 
equipped with an electric clock for automatic operation, 
warming compartment and either a seven-cup percolator 
or a portable electric cooker as standard equipment, The 
“CH” line includes models especially designed for apartment 





kitchens, kitchenettes and in summer camps, etc. The line 
has the Flavor Zone oven and the Quick-Cook platform 
units. “D” models offer a moderate price line with the 
above mentioned oven and surface units. A clock of special 
design provides automatic time control of the oven. It has 
a new door panel of pleasing design in which the ther- 
mometer is placed. Thermometer mounting plate is elimi- 
nated and oven door panel leaves only the indicating dial 
exposed. Three-pole switches of load-balancing type are 
of advanced design. Panel is enamel finished and mini- 
mum number of flanges makes it very easy to clean. 
The “DF” line is the same as the “D” line but has a 
separate fuel section for burning coal or wood, for heating 
water, ett. Standard console type ranges are in medium 
price range. All models in this standard line are finished 


in gray enamel with chromium trim. 


Goulds Flexi- 
Unit Pumps 


A line of centrifu- 
gal pumps which of- 
fers 150 different 
pumping combina- 
tions, from a stock 
of 11 standard pump 
units and nine uni- 
versal bedplates has 
been brought out by 
Goulds Pumps, Inc., Seneca Falls, N. Y. The universal bed- 
plates of these Flexi-Unit pumps simplify the mounting of 
any size motors, from % to 50 hp., with speeds from 1450 
to 3450 1evolutions per minute. Standard pump units with 
changeable impellers assure capacities from 10 to 1100 gal- 
lons per minute, at heads up to 350 ft., says the maker. 
This line enables mill supply houses and equipment distrib- 
uters to furnish a high efficiency motor-driven centrifugal 
pump from a limited stock, without the long delay occa- 
sioned by the average built-to-order factory pump job. Com- 
plete standardization of parts accounts for the easy selec- 
tion of a pumping unit from a local stock. 





Self-Emptying 
Universal Washer 


An outstanding feature of 
this self-emptying Universal 
washer is its new powerful, 
non-clogging pump which 
empties the water from the 
tub in less than two minutes, 
forcing it through a flexible 
rubber hose to the nearest 
tub or drain. The fast 
washing dome-shaped agita- 
tor is specially designed to 
keep the clothes in constant 
circulation and to prevent 
tangling or bunching, every 
3 individual piece receiving the 

i full benefit of the swirling, 
flushing water action. Six position reversible wringer, 
equipped with balloon rolls, is controlled by interlocking 
safety levers. . Washer and operator are protected by a 
safety switch, which automatically shuts off current in 
emergencies. All moving parts are completely inclosed. 
Model No. E1150P has one-piece blue porcelain enameled 
tub, while model E1250P has a solid copper nickel-lined 
tub finished in blue. Well braced streamline legs and base 
frame of both models are finished in contrasting blue. 
Ironer attachment is optional equipment. Capacity is 6 lb. 
of dry clothes. Weight uncrated is 40 lb. Landers, Frary 
& Clark, New Britain, Conn., is the maker. 
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Freight Loadings Increased 
During Week Ended March 7 


Loadings of revenue freight for the 
week ended on March 7 totaled 723,- 
534 cars, according to the car service 
division of the American Railway As- 
sociation, 

This was an increase of 41,534 cars 
above the preceding week this year, 
when loading was reduced somewhat 
due to the observance of Washington’s 
Birthday. It was, however, a reduc- 
tion of 150,182 cars below the same 
week last year and a reduction of 
224,005 cars below the corresponding 
week in 1929. : 


January Production of Steel 
Barrels and Galvanized Metal 
Ware Is Shown 


Production of steel barrels in the 
United States during January was 
424,184 barrels, as against 412,283 in 
December and 650,764 in January of 
last year. Shipments in January were 
were 427,622, as against 406,327 in 
December and 643,120 in January of 
last year. 

Production of galvanized sheet 
metal ware in January was 103,677 
dozens, as against 87,140 in Decem- 
ber and 145,588 dozens in January of 
last year. 


Bank Debits Declined 13% 
In Week Ended March 11 


Debits to individual accounts, as re- 
ported to the Federal Reserve Board 
by banks in leading cities for the week 
ended March 11 aggregated $10,970,- 
000,000, or 13 per cent below the total 
reported for the preceding week and 
24 per cent below the total for the 
corresponding week of last year. 

Aggregate debits for the 141 cen- 
ters for which figures have been pub- 


GENERAL MARKET 
NEWS orf tHe WEEK 


Hardware Demand 


Shows Seasonal Gain 


New York, March 25.—The na- 
tion’s hardware demand continues to 
reflect seasonal gains. While the cur- 
rent sales volume, as a rule, is be- 
low that of the corresponding pe- 
riod of last year, gradual improve- 
ment is apparent. Favorable 
weather, in most sections, together 
with some improvement in basic 
business conditions have been the 
trade stimulating factors. 


As a result of increased construc- 
tion activity, builders’ hardware and 
contractors’ supplies are in im- 
proved demand. Staple lines are 
moderately active. Spring merchan- 
dise, including gardening equip- 
ment, painting and cleaning supplies 
and lawn goods, are especially ac- 
tive at present. 

In the main, prices are fairly 
steady and are being well main- 
tained. Fewer reductions are being 
announced by manufacturers than 
was the case during January and 
February. An advance in nail prices 
has had a minor stabilizing effect 
on the market. 

The credit situation is fairly sat- 
isfactory and improvement in col- 
lections is expected as the spring 
season progresses. 





lished weekly since January, 1919, 
amounted to $10,337,000,000, as com- 
pared with $11,875,000,000 for the pre- 
ceding week and $13,603,000,000 for 
the week ended March 12 of last year. 






Week’s Price Average Was 
76 Per Cent, Says Fisher 


Prof. Irving Fisher of Yale Uni- 
versity has announced that wholesale 
commodity prices for the week ended 
March 14, and based on Dun’s quota- 


tions, average 76 per cent. The Feb- 
ruary average was 76.1 per cent. The 
purchasing power of the dollar on the 
1926 basis of 100c. was 1.31.5c. 

Crump’s index of English prices for 
the week on the revised 1926 level was 
66.8. The February average was 67. 

The Italian index on the revised 
1926 basis for the week ended March 
7 was 54.4. The February average 
was 54.7. 


Commercial Failure Records 
Vary in Week Ended March 14 


Business failure records for the 
week ended March 14 were rather in- 
decisive, as the two important busi- 
ness reviews show considerable di- 
vergence. 

R. G. Dun & Co. reported a distinct 
betterment, with 565 failures, as com- 
pared with 614 a week ago and with 
560 in the same week of 1930. Brad- 
street’s review showed 555 failures, 
comparing with 458 a week ago and 
495 in the same week of 1930. 

Dun & Co. reported that 354 of the 
failures had liabilities of more than 
$5,000, while Bradstreet’s said that of 
the number failing during the past 
week 73.8 per cent had a capital of 
$5,000 or less, against 74.4 per cent 
last week and 66.8 per cent in the cor- 
responding week of last year. Those 
with a capital of $5,000 to $25,000 
furnished 16.7 per cent of the total 
number, against 17.6 per cent last 
week and 22.8 per cent last year. 
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Higher Standards of Living 
Are Also Reflected in Metals 


Higher standards of living is re- 
flected in the use of metals just as it 
is in other phases of our daily life, 
according to Dr. Paul D. Merica, as- 
sistant to the president of the Inter- 
national Nickel Co. In a recent ad- 
dress delivered before the New York 
section of the American Society for 
testing materials, Dr. Merica said: 

“Just as the public demands, and 
will pay for, better houses, package 
food, automobiles and radios, so it is 
also demanding, generally indirectly, 
but very often directly, metals and 
alloys of greater durability and better 
appearance, as well as of improved 
properties generally. 

“There is a definitely growing use of 
corrosion-resisting metal where clean- 
liness and permanence of appearance 
are desired with a minimum of labor 
necessary for cleaning. In the con- 
struction of domestic washing ma- 
chines, kitchen and restaurant table 
tops and trim, kitchen sinks and 
drainboards, as well as in archi- 
tectural decorative work, monel metal, 
aluminum, stainless steel, nickel sil- 
ver and other copper alloys are in in- 
creasing demand. Many of our hotel 
kitchens and restaurants are com- 
pletely equipped with one or another 
of the white metals in pleasing de- 
signs which are highly sanitary and 
easily kept clean and bright. Iron and 
steel plumbing pipe is being replaced 
by brass.” 





German Exporters of Wire 
Products Say Increased 
Duty Will Bar Products 


A recent news dispatch from Ham- 
burg, Germany, quotes exporters of 
wire netting, woven wire mesh and 
nail making wire to the United States, 
as expressing the opinion that the 
proposed increase in American duty 
on these products will stop shipments 
of such products to the United 
States. The move has been contem- 
plated under the flexible provision of 
tariff laws. 

They are urging counter action by 
raising the German duty on wire mak- 
ing machinery and machine tools to 
prohibitive levels. German exports 
of wire to the United States in 1930 
were about 27 per cent lower in value 
and 18 per cent smaller in tonnage 
than in 1929. 





Bank Clearings Show Decline 
In Week Ended March 12 


Bank clearings in the United States 
for week ended Thursday, March 12, 
as reported to Bradstreet’s, aggre- 
gated $8,496,547,000, as against $9,- 
863,424,000 last week and $10,618,167,- 
000 in this week last year. This week's 
total shows a decrease of 13.8 per cent 
from the previous. week, when the ag- 


gregate was swelled by. March 1 pay- 
ments. The total is still below a year 
ago, the decrease being 19.9 per cent. 





Wholesale Price Index Declined 
In Week Ended March 14 


The weekly wholesale price index of 
the National Fertilizer Association, 
comprising 476 commodity prices, de- 
clined one fractional point during the 
week ended March 14. During the 
preceding week the index number ad- 
vanced one fractional point. The in- 
dex number now stands at 75.8, com- 
pared with 76.4 last month and 91.3 
for the corresponding week a year 
ago. (The index number 100 repre- 
sents the average for the three years 
1926-1928.) 

Five of the fourteen groups in the 
index advanced, while four declined 
during the latest week. Fats and oils, 
other foods, grains, feed, live stock, 
building materials and the. group. of 
miscellaneous commodities advanced. 
Textiles, metals, fuel (including petro- 
leum and its products), and fertilizer 
materials declined. 

Prices for twenty-seven commodities 
advanced, while prices for twenty-six 
commodities declined. Eggs, pork, 
lard, butter, steers, practically ail 
grains, tin, silver, turpentine, cement, 
brick, calfskins, hides, cottonseed vil 
and hemp prices advanced. Lower 
prices were noted for cotton, cotton 
yarns, wool, burlap, canned fruits and 
vegetables, coffee, copper, lumber, 
crude petroleum, gasoline and rubber. 


Wholesalers Purchase 70.3 Per 
Of Sporting and Athletic Goods 


Sales of sporting and athletic goods 
are made principally by manufactur- 


‘ers to wholesalers and their own 


wholesale branches. The Census of 
Distribution reports that of the total 
sales in 1929, amounting to $55,140,- 
000, this was the form of 70.3 per 
cent, or $38,787,000 of the transac- 
tions. The remaining sales were made 
as follows: 21.5 per cent, or $11,862,- 
000, to retailers; 7 per cent, or $3,- 
862,000, to industrial and other large 
consumers, and 1.2 per cent, or $629,- 
000, direct to home consumers. Cer- 
tain manufacturers bought from oth- 
ers for resale to the extent of $1,244,- 
000, included in the total sales. The 
Census classifies 238 establishments 
under the industry designation “Sport- 
ing and Athletic Goods.” These in- 
clude producers engaged primarily in 
the manufacture of 25 different prod- 
ucts, broken into four classes: Golf 
goods; baseball goods: football, bas- 
ketball, boxing, etc., and fishing ap- 
paratus. 

The report carries a separate com- 
pilation for fishing apparatus; 67 
manufacturers are listed as making 
this line™exclusively. Their 1929 sales 
totaled $7,187,000, but total sales by 
all sources were $8,572,607. ' Of sales 


“by those engaged only in making fish- 


ing apparatus, $5,527,000, or 76.9 per 
cent, was made to wholesalers; $1,- 
535,000, or 21.6 per cent, to retailers, 
and $125,000, or 1.5 per cent, to con- 
sumers. 








Henry Disston & Sons, Inc., Reduces Consumer Prices 
On Disston Hand Saws as Business Stimulating Move 


Henry Disston Scns, Inc., Philadelphia, Pa., have afmounced important reduc- 


tions in the consumer prices of all Disston hand saws. 


The new prices became 


effective on March 27, and typical reductions, in 26-inch lengths, are: 


New Former 
Consumer-Price Consumer Price 
D-7 Regular and Light Weight .......... $2.75 $3.10 
D-8 Regular and Light Weight .......... 3.25 3.45 
D-23 Light Weight Pattern ............. 3.50 3.85 
D-12 Regular and Light Weight Pattern .. 4.25 4.50 
D-115 Regular and D-15 Light Weight .... 5.00 5.85 


With reference to the price revisions, S. Horace Disston, vice-president, said: 
“We feel that the reduction in prices, applying to our entire first quality hand 


saw line, will stimulate retail hardware business. 


Retailers’ stocks have been 


low, and price reductions may be expected to stimulate buying all along the line. 
Already there are signs of more than seasonal improvement in the hardware 
industry, as reflected by orders from wholesale houses.” 

The company advises that hereafter the 18 in., 20 in. and 22 in. saws will 
be sold at the same price, as will the 24 in. and 26 in. lengths. This is considered 
a logical step in modern merchandising, for it not only simplifies prices, but also 


promotes standardization of stocks. 


No reductions in other Disston products are contemplated. 
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ATLANTA: 


(Atlanta office of HARDWARE AGE) 
ATLANTA, March 24. 
ANGIBLE indications of defi- 
I nite improvements in business 
is expressed by most wholesale 
and retail firms throughout this sec- 
tion, and now on the eve of the new 
spring season, prevailing optimism is 
especially noticeable while jobbers 
and dealers are starting the season 
with more enthusiasm and aggressive- 
ness than was manifested last fall. 
It seems that a genuine effort is be- 


ing put forth on every hand to bring - 


sales volume up to normal, and it is 
believed that consistent effort will be 
rewarded with a permanent upswing 
in business by autumn. Business 
through wholesale hardware houses 
in the Atlanta territory has shown a 
slight gain over the preceding month, 
although somewhat under the figures 
of the same period of last year. Job- 
bers stocks are reported to be com- 
plete and ready for dealer demand, 
especially on seasonable items. 


CURRENT DEMAND 


While the demand for staple hard- 
ware items continues to be a little 
sluggish, orders indicate a fair move- 
ment of spring merchandise and such 
items as agricultural tools-and im- 
plements used after early planting. 
Hoes, rakes, planters, fertilizer dis- 
tributors, scrapes, cultivators, poultry 
netting screen wire and fencing head 
the list of items that are in most 
active demand while ammunition, 
stoves and stove pipe are the leading 
items on the future order list at this 


time. 
COLLECTIONS 


It is reported that the soldiers’ 
bonus loan has helped business and 
collections considerably, especially 
with the smaller dealers, otherwise 
credits and collections show very 
little improvement and are considered 
as being about fair under present 
conditions. 


PRICE TENDENCY 


The general level of hardware 
prices in this territory shows but 
little fluctuation and indications are 
that they are expected to show fur- 
ther firmness, especially through the 
remainder of the first quarter. Dur- 
ing the past few days netting is re- 
ported as being revised downward 
about 3 per cent, while stoves and 
ranges show a drop of about 2% per 
cent. 


AGRICULTURE 


It is evident that the combination 
of forces now applied to the working 
out of the farm relief program in 





AT A GLANCE 


Indications of definite busi- 
ness improvement in the At- 
lanta territory are manifest. 


* 8 & 
Spring merchandise is in 
fair demand, while staple items 
continue to move in a sluggish 
manner. 


& & & 


Soldiers’ bonus loans have 
aided business and collections 


considerably. 
* 8 & 
Prices are fairly steady. 


Farm prospects have bright- 
ened. The unemployment sit- 
uation has shown some im- 
provement. 











the South is meeting with consider- 
able success. In a survey of the 
state recently conducted by the 
Atlanta Constitution, more than 115 
of the 160 counties in Georgia re- 
ported that plans were already con- 
summated for farm diversification 
during the coming season. Backed by 
bankers, business men and commer- 
cial interests in the various counties, 
who will provide markets where none 
exist and credit to those who need it, 
the farmers will conduct their farm- 
ing operations during the 1931 season 
on the “live at home” plan, conse- 
quently a brighter future is seen for 
farming this year in Georgia and 
the entire Southeast as complete 
diversification of farming operations 
becomes the program of every up-to- 
date farmer. 


Farm Price Level Lowest 
In Twenty Years 


Another drop in the general level of 
prices at local farm markets in Feb- 
ruary brought them to lower levels 
than at any time in the past twenty 
years, according to a survey of the 
Department of Agriculture. 

This. condition, it was said, was due 
to some extent to. larger supplies, but 
chiefly. to the continued depression 
in domestic business conditions, fur- 


Tangible Signs of Improvement Manifest 
Spring Merchandise Is in Fair Demand 


DROUTH RELIEF 


Establishment of local offices of the 
advisory committee for drouth loans 
in Georgia and perfection of plans 
for aiding farmers in this State 
stricken by the drouth, was announced 
recently. There are approximately 
63 counties in Georgia under the 
classification as drouth areas and 
will receive aid through the Federal 
drouth loan plan. For this purpose 
there is approximately $500,000 al- 
located to the State advisory com- 
mittee, which will be distributed 
through intermediate credit associa- 
tions. It is understood that there is 
a similar sum set aside for individual, 
or seed and fertilizer loans, which, 
however, will be handled through 
county agents, where the applicants 
have no collateral. 


EMPLOYMENT 


A slight improvement in the em- 
ployment situation is noticeable at 
this time, due to construction activity 
throughout this section, although it 
is yet far from being satisfactory. 
Many industrial plants continue on 
part time and textile mills have not 
yet resumed activity. Spring weather 
which generally brings an increase in 
public work and an extensive road 
building program now starting, em- 
ployment should soon show improve- 
ment. 


INDUSTRIAL EXPANSION 


Recent reports from the Atlanta 
Chamber of Commerce indicate that 
Georgia is on the threshold of an 
industrial expansion, with 18 large 
concerns seeking sites here on which 
to build $6,000,000 worth of plants 
and employ 2100 men. This is fur- 
ther evidence of business improve- 
ment. The logal industrial bureau 
brought to Atlanta in 1930, 110 new 
concerns, with 1899 employees, in- 
creasing the local pay roll by 
$2,832,720. 


ther curtailment in the buying power 
of consumers and the reduced demand 
for feed brought about by unusually 
mild weather. 

On Feb. 15, the department said, 
the index of farm prices at 90 was 
4 points lower than on Jan, 15 and 
41 points lower than on Feb. 15 last 
year. The mid-February level, the 
department added, was also 2 points 
below. the lowest level (92 in Decem- 
ber, 1911) ever reached by its index, 
which was started in 1910. 
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R O SWE Mt Bene New Mexico Crop Prospects Are Good— 
eHighway Construction Relieves Unemployment 


ROSWELL, N. M., March 10. 


RODUCTION prospects for 1931 
Peza any previous year in all 

lines of agriculture. In eastern 
New Mexico the ranges and farming 
land went into the winter in excellent 
condition, due to late fall rains, and 
snows and rain during the winter as- 
sured early grass for the cattle and 
sheep. 

In the irrigated Pecos Valley, start- 
ing at Roswell, the land already has a 
fine season, and the artesian wells, 
the chief source of irrigation supply, 
show a stronger pressure than a year 
ago, assuring an adequate supply of 
irrigation water for the year. Inci- 
dentally, the largest artesian well in 
the world has recently been brought 
in near Roswell and is flowing 9100 
gallons a minute. Bills pending be- 
fore the New Mexico Legislature reg- 
ulating the use and development of 
water will assist materially in con- 


serving the water and assuring a per- 
manent supply. 

The same general conditions as to 
season in the ground apply through- 
out eastern New Mexico and the Pan- 
handle of Texas. 


HIGHWAY CONSTRUCTION 


Highway construction in eastern 
New Mexico just started under the 
Federal emergency program has re- 
lieved the unemployment situation ma- 
terially, and is reflecting in retail 
trade and in collections. While retail 
sales are below the corresponding pe- 
riod of 1930, indications are that the 
low point has been reached and a 
gradual improvement is expected in 
all lines. 


BUILDING OPERATIONS 


Building operations, while not up 
to a year ago, which was a peak pe- 


riod, are in fair volume, including 
some residence construction and a 
$75,000 theater building. There is also 
a considerable volume of remodeling 
and redecorating going on through- 
out the territory. 


RAILROAD CONSTRUCTION 


In the Panhandle of Texas railroad 
construction, and the possibility of 
future construction as soon as per- 
mits are granted by the Interstate 
Commerce Commission, is stimulating 
business. 


OIL DEVELOPMENT 


Oil development in southeastern 
New Mexico, according to the major 
companies making their headquarters 
in Roswell, is proceeding at a slower 
pace but under an orderly program. 





MEMPHIS: 


MempPHIs, March 24. 


ARDWARE jobbers’ current 
H sales for the latter part of 

February and the first half 
of March do not show a marked im- 
provement in volume, but are de- 
cidedly better in character. 

There are features regarding sales 
that indicate very clearly a better- 
ment of trade conditions in the out- 
lying territory. Some dealers who 
have not felt that they were in posi- 
tion to buy merchandise for several 
months have shown rather a keen- 
ness for making purchases of staple 
articles during the past thirty days 
and have shown by their actions and 
their conversation that demands were 
coming to them from consumers in- 
dicating a very considerable easing 
up of the depression from the most 
outlying points. These things indi- 
cate that an increase in business is 
just around the corner. 


INDUSTRIAL ACTIVITY 


Following are some of the things 
learned from recent observations of 
one of the Legislative Committees. 
Their report, based on investigations, 
indicates that industrial plants in 
Tennessee are running from 75 to 80 
per cent normal. This is a very 
marked improvement over a few 
months past. 

The factories and industrial plants 
throughout the State have opened up 
to such an extent that the situation 
is at least 75 per cent as good as in 
normal times. Conditions in Knox- 





AT A GLANCE 


Memphis hardware whole- 
salers report sales as having a 
better character. 


¢ & 


Industrial activity is show- 
ing marked improvement. 
Other signs also point to an 
upturn. ! 
* * # 

Barge traffic on the Missis- 
sippi is larger than at any time 
in history. 

* * & 


Agricultural prospects are 
considered excellent. Further 
improvement in farm condi- 
tions is anticipated. 











ville, Tenn., are so good that city offi- 
cials have ceased to ask for help. 

This report from the Legislative 
Committee, headed by Mr. Henderson, 
is certainly interesting and _ en- 
couraging. 


SIGNS OF RECOVERY 


An automobile sales manager told 
a meeting of dealers here last week 
that January sales were 15 per cent 
ahead of factory estimates. The ad- 


Indications of Betterment Are Apparent 
State Industries Are Nearing Normal 


(From the Memphis Correspondent of HARDWARE AGE) 


vance promised even better for 
February. This Memphis territory, 
he said, was one of the “bright spots.” 

Wholesale buying last week was 
35 per cent ahead of the correspond- 
ing week last year. With 1927 sales 
taken as 100, the index last week 
was 185. 

The South will spend this year 
seven hundred and fifty million dol- 
lars on construction. This does not 
include a billion dollars for Federal, 
State and gounty highways. The 
recuperative power of the South is 
in evidence. It is apparent in Mem- 
phis. All it needs for complete re- 
covery is a little encouragement. If 
the dealers in the Memphis territory 
will lend this encouragement, it will 
help a lot. 


RIVER BARGE TRAFFIC 


One of the bright industrial spots 
in this section is the activity on the 
Old Mississippi. 

The figures show that the barge 
line tonnage on the Mississippi and 
its tributaries today is not only many 
times as great as the river tonnage 
in the palmiest packet boat days, but 
is greater than that of either Ger- 
many’s, on the Rhine, or the French 
Seine. 

Figures of the Department of Com- 
merce show that the barge line ton- 
nage on the Mississippi exceeds 80 
million tons per year. That figure 
represents the tonnage of 1928 and 
it’s greater today. 

Barge traffic on the Rhine in the- 
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The Greatest Value Ever Offered 
The Remington Standard American 
Dollar Pocket Knife 











REMINGTON ARMS COMPANY, Inc. 
Originators of Kleanbore Ammunition 
25 Broadway, New York City Telephone, Digby 4-0766 


Manufacturers of Arms, Ammunition, Cutlery and Cash Registers 
© 1931 R. A. Co. 
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same year was 63 million metric tons. 
On the Seine the tonnage in 1928 
was 12,785 metric tons. 

These figures will serve to give in- 
formation as to the volume and im- 
portance of river tonnage on the 
“Father of Waters,’ which to the 
casual thinker have been considered 
of such little importance during the 
more recent years since the palmy 
days of the old packet lines. 


FARM PROSPECTS 


Planting time is here and the 
weather for the most part is just 
about all that could be expected. 
Farmers throughout the Cotton Belt 


and the Tri-States territory are pre- 
paring their land for the actual plant- 
ing of seed and within the next two 
or three weeks there will be a great 
impetus in activity on the farms in 
Men always feel better 
when they realize that they are put- 
ting something in the ground that 
will grow into profit and increase, 
and our prediction is that the plant- 
ing season is going to stimulate the 
good feeling that. we are hearing so 


this respect. 


much about these days. 


The agriculturist of the Memphis 
Chamber of Commerce says it looks 
to him like everybody is going to 
He says the 


raise gardens this year. 





BOSTO 


(Boston office of HARDWARE AGE) 


Boston, March 24. 


OCAL retail hardware establish- 

{ | ments, and some of those lo- 

cated in other large New Eng- 
land cities are becoming more active 
as spring nears. They are getting 
business from people who expect to 
build, repair and paint before or be- 
ginning April 1. There is every in- 
dication a large amount of such work 
is contemplated and that the public 
buying movement really has not 
started. Not all retail dealers in this 
section of the country are sharing in 
this pre-spring buying movement. 
There are many localities in New 
England that are still buried with 
snow and retail dealers there are still 
ordering sidewalk cleaning acces- 
sories, 

The character of business being 
done by the jobbing houses has not 
changed materially since last reports. 
It being what is commonly termed a 
between season, there is no definite 
trend of buying of any particular 
group of merchandise, seasonal or 
otherwise. Instead, retail buying em- 
braces almost everything the jobber 
carries. 


OUTDOOR GOODS TIMELY 


The retail trade is beginning to 
pick at outdoor goods, which are time- 
ly, and it is anticipated greater in- 
terest will be manifested as April 1 
approaches. Outdoor merchandise that 
already has begun to move out of job- 
bers’ stecks includes garden _ tools, 
garden barrows, baseball goods, roller 
skates, croquet sets, flower bed guard 
and rubbish burners. 

Demand for brooders and other 
chicken supplies is running about.on 
a par with a year ago. Each day sees 


a sizable tonnage of roofing material’ 


and building paper moved out of 
wholesale stocks. Some retail inter- 
est has been evinced in wire. cloth, 
sereens and. screen doors, but goods 


now being ordered will not be shipped - 


until later. Jobbers have not put into 
effect the 10c. a keg advance in wive 





AT A GLANCE 
Retail trade beginning to 
nibble at outdoor goods. 
* * #& 
Brooders and other poultry 
supplies selling on a par with 


1930. 
* & & 


Each day sizable tonnages 


are moved. 
* * % 
Demand for wire nails bet- 
ter pending an advance in 
price. 





of roofing and building paper’ 








nails, consequently the retail trade is 


ordering a little more freely. 


MANUFACTURERS’ ‘OPINIONS 


Opinions as to the business future 
still appear to be more or less be- 
clouded, as is evinced by the follow- 
ing letters recently addressed to a 
The Morse Twist 
Drill & Machine Co., New Bedford, 


financial paper. 


Mass., says: 


“There seems to be some slight im- 
provement and we believe that this 
will continue, although we have rather 
given up predicting as to what is to 
We are operating at 
present at about 60 per cent of ca- 
pacity, and are maintaining an ade- 
quate stock to meet needs, based on 
While the past 
year has been disappointing, it is not 
without. its compensations, as it has 
given us opportunity to do much en- 
gineering and research work ‘from 


come to pass. 


previous experience. 


which we feel benefit will accrue.” 
The Millers Falls Co., 

Mass,, says: 
“Prospects for business 

1931 we. believe to be 


Millers Falls, 


during 
only 


farmers are apparently going to have 
a sufficient quantity of food for them- 
selves and families and enough feed 
stuff for their stock; after that they 
are apparently going to devote as 
much acreage as possible to the rais- 
ing of cotton. 

This is a fine healthy condition, 
and coupled with the low cost that 
is in prospect for making the next 
crop, our prediction is that this com- 
ing fall, beginning about August, is 
going to open a period of prosperity 
for farmers and dealers in this sec- 
tion, such as we have not seen for a 
long time. 


time Is More eee as Spring Nears 
$ Outdoor Merchandise Begins to Move 


improving as the 
year progresses. Basic commodity 
prices seem .to be headed  fur- 
ther downward, probably necessitat- 
ing a downward trend in finished 
articles. We should expect this con- 
dition to continue over the next few 
years, although probably with inter- 
mittent periods of price stability. If 
this. is. generally true in industry, we 
feel it will probably apply also to the 
hand tool industry. Our inventories 
have been reduced proportionate to 
the reduced demand. We find this 
condition exists also with our custom- 
ers; so that any improvement in con- 
sumption is reflected almost directly 
in an increase in manufacturing activ- 
ity. The labor and wage situation is 
undergoing a _ gradual downward 
change, but without any general dis- 
turbance or dissatisfaction.” 


HOPEFUL SIGNS 


The general employment situation 
apparently is gradually strengthen- 
ing, but it still has a long way to go 
to become normal. A special New 
Hampshire unemployment commission 
has just expressed the belief that 
“the worst of the emergency will have 
passed with winter and employment 
will have recovered sufficiently by an- 
other winter to no longer constitute 
an emergency.” Incomplete returns 
made by 800 of the 1000 principal in- 
dustries in New Hampshire indicate 
a gradual decline in employment from 
Sept. 1, 1930, with a slight upward 
turn beginning Feb. 1 and continuing 
to date. From these figures the peak 
in unemployment was reached Jan. 1, 
when 16,887 were reported out of 
work. 

In Connecticut there is a manufac- 
turing plant that for months has op- 
erated but 24 hours per week. Its op- 
erations were the smallest for any 
plant in that State except those that 
were, closed.. It is now operating on a 
five hour per day schedule.’ “In- the 
western part-of Massachusetts there 
is a manufacturing plant operating 
but half its foundry equipment and 


moderately good, 
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URING recent months many farms and rural communities have 


been suffering severely from water shortage. Streams, springs 
and other natural sources of water supply have disappeared, 
while old reliable wells have gone bone dry. 

Already, many wells have been deepened while hundreds of new 
wells have been drilled or dug to meet the emergency. 

Many dealers find it easy to take care of the demand for pumps 
and water systems—there is dependable Myers Pumping Equipment 
for every rural need. Our production and distributing facilities— 
the completeness of the Myers Line—the quality of Myers Pumps 
and Water Systems—offer exceptional opportunities for dealers to 
get this business. 


Our Engineering Department is ready to assist you in solving 
water problems for your customers. Inquiries 
receive prompt attention. Write or wire for catalog 


and information. 


mz F.E.MYERS & BRO.¢. 


ASHLAND, OHIO. 
PUMPS-WATER SYSTEMS -HAY TOOLS-DOOR HANGERS 
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operating the other half but two days 
a week. Naturally a man working 
only 24 hours a week or two days a 
week is not buying much hardware or 
anything else. 

Such cases have been and are few 
and far between, and it is believed 
there is less unemployment right now 
than at any time since the fourth 
quarter of 1930. Certain industries in 
Springfield, Mass., have been hard 
hit, but the situation there seems 
brighter. The Moore Drop Forge Co. 
has sent out a call for all employees 
laid off and wants 200 to 300 addi- 
tional men for night work. The West- 


inghouse Electric & Mfg. Co. plant in 
that city expects to add materially 
to its working force within the near 
future. 


LITTLE COMMENT 


Little comment is made here regard- 
ing the court order for the Bolt, Nut 
and Rivet Manufacturers’ Association 
to dissolve, although certain jobbing 
houses express a fear that old cut- 
throat practices may be resorted to 
once more. For some time the bolt, 
nut and rivet price situation has been 
stabilized and everybody has had an 
opportunity to make a little money on 


such merchandise, whereas previously 
price slashing and other trade prac- 
tices worked out to the detriment of 
all concerned, 


WINDOW GLASS DROPS 


Jobbers have reduced window glass 
10 per cent. First quality, single, first 
three brackets, are now quoted 90, 10 
and 5 per cent discount, and above 
three brackets, 89 and 10 per cent. 
All double brackets are 89, 10 and 5 
per cent. There is some talk of steel 
bars being higher after April 1, but. 
local wholesale houses have not had 
official confirmation of any advance. 





PITTSBURG 


(Pittsburgh office of HARDWARE AGE) 
PITTSBURGH, March 24. 


HILE showing some improve- 
\ \ ment over the first two 

months of the year, March 
sales of local hardware jobbers are 
far from satisfactory. Shipments of 
spring goods have been delayed some- 
what by inclement weather and re- 
tailers are restricting their forward 
commitments to minimum purchases. 
Some jobbers are of the opinion that 
no heavy spring buying will develop 
until retailers actually get a call for 
the items needed, and most of them 
are well stocked to provide immediate 
shipment. Fertilizer is still moving 
well, and there is some demand for 
poultry netting and other poultry sup- 
plies, wire cloth, farm tools, sporting 
goods and fishing tackle. Roller 
skates are not yet active, although a 
period of pleasant weather would un- 
doubtedly bring in immediate demand. 


PRICE REVISIONS 


Paint prices are holding at recent 
levels, but turpentine has been ad- 
vanced to 65c. per gal. in barrel lots, 
and linseed oil is now quoted at 
10 4/5c. per Ib. in barrel lots, a frac- 
tional increase. White lead is hold- 
ing at 13.25c. per lb. 

Otherwise price changes during the 
week have been of a minor character. 
Malleable carriage makers’ clamps 
have been advanced in some sizes. 
The smaller numbers from 3 in. to 6 
in. are about 10 per cent higher, while 
the larger sizes are unchanged. Gal- 
vanized wire cloth is slightly lower. 
The No. 2 or half-inch mesh, 24 to 48 
in wide in 100-ft. rolls, is now quoted 
at $3 per 100 sq. ft. subject to the 
usual differentials for finer meshes, 
and about a 10c. advance for 50-ft. 
rolls. 

Bolt and nut prices are holding, al- 
though jobbers are watching the mar- 
ket carefully to notice any effects 
which the recent dissolution of the 
manufacturers’ association may have. 
It seems unlikely that prices in the 
Pittsburgh area will be affected. Wire 





AT A GLANCE 


March sales of Pittsburgh 
hardware jobbers are reported 
as being far from satisfactory. 


+ + 


It appears that belated buy- 
ing of spring requirements 
will be the almost general 
practice. 

* % 

Several price revisions af- 
fecting painting materials, 
galvanized wire cloth, and 
nails are announced. 


¢$ + 


Industrial conditions are 
slowly improving. Unemploy- 
ment is being relieved to some 
extent. 











nail prices are still demoralized, with 
one local jobber quoting $2.05 per 
keg, but others holding to $2.10. The 
recent advance named by mills makes 
the price to retailers on direct ship- 
ments $2.10, with $2 quoted to job- 
bers. Manufaeturers are making se- 
rious efforts to stabilize the market 
at the higher levels rezently an- 
nounced. 


INDUSTRIAL CONDITIONS 


Industrial conditions in the Pitts- 
burgh district are slowly improving, 
although the principal industries are 
not maintaining an operation of more 
than 50 per cent of copacity. Steel 
ingot production is holding at slight- 
ly over 50 per cent, and steel finish- 
ing mills range from as low as 35 per 
cent for some products -to as high as 
75 per cent on tin plate. While con- 
siderable orders for structural ma- 
terial, reinforcing bars and other 
products going to the building trades 


March Volume Disappoints Trade 
+ Belated Spring Buying Is Indicated 


are being received, releases for imme- 
diate rolling of these products have 
failed to show much improvement. The 
automobile industry continues to be 
the best single consumer, and with its 
spring production peak apparently 
scheduled for May or June, a heavy 
outlet for sheets, strip and bars may 
be available for several weeks yet. 
Pipe line tonnage is still a favorable 
market factor, although buyers are 
slow in closing against recent in- 
quiries, and releases to mills are com- 
ing very slow. Considerable attention 
is being given to the stabilizing of 
finished steel prices, but consumers 
are slow in making purchases and the 
market has been tested on few lines. 
It is understood that the leading pro- 
ducer of heavy hot-rolled products. 
will announce a further advance in 
quotations on April 1, and in the 
meantime efforts are being made to 
establish the present quoted 1.65c., 
Pittsburgh, price on second quarter 
business, 


UNEMPLOYMENT 


Unemployment in the Pittsburgh 
area has been relieved to some extent. 
by city and State building and im- 
provement jobs which have got under 
way since the first of the month, but 
the larger industrial companies have 
not added many persons to their pay- 
rolls. Numerically speaking, the in- 
crease in payrolls since the first of 
February has probably not equaled 5 
per cent, although a number of per- 
sons are employed for more hours each 
week. While this has brought some 
relief to some persons suffering from 
depleted incomes, it has not aided the 
totally unemployed very much, and 
outdoor work will have to be speeded 
up considerably before any sort of 
general relief is provided. 


COLLECTIONS 


Collections are very slow, and the 
tightness of money is being felt with- 
in the city limits as well as in the 
smaller mining and manufacturing 
towns of western Pennsylvania. 
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“What—a Poultry Fence 
With Nothing But the Posts 


199 


to Support it! 


That’s right! We have so combined and rein- 
forced both mesh and gauge wires in NET- 
WICK that no top or bottom rails are needed to 
prevent sagging. 


Consider the time and labor saved in erecting 
it. Both Horizontal and Perpendicular Wires 
are of the same FULL GAUGE. Made with 
sufficient wave to allow for contraction and ex- 
pansion. 


Wire drawn from finest Open Hearth Steel- - 
Twist so complete that even pliers cannot unwind 
it. Every operation controlled in our own plant. 
And there’s a real profit in, every roll. 


Galvanized before or after weaving. Put up in 
bales of 150 lin. ft., 2 inch mesh, in No. 19 or 
No. 20 gauge, | inch mesh in No. 20 gauge wire, 
in six inch widths from 12 inch to 72 inch. 


Retailers say that NET-WICK Poultry Fence is 
one of the best selling and most satisfactory prod- 
ucts they have ever handled. If you have never 
sold NET-WICK it will pay you to stock it. 





Your Jobber Will Supply You 


Our Other Products Include: 


Hexagon Poultry Netting 
Hen-chick Poultry Netting 
Galvanized Hardware Cloth 
and the following brands 

of Screen Wire Cloth 


Cortland Black Enameled 
Gray-Wick 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 
Wickwire Copper 
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CHICAGO: 


(Chicago office of HARDWARE AGB) 
‘ CHICAGO, March 24. 


ARDWARE sales volume on 
H the whole continues considera- 

bly below normal, Nevertheless 
unusually good results are being ob- 
tained by dealers of the merchandis- 
ing type through the introduction of 
specialties, pushed for their bargain 
appeal, and new items. More than a 
few of these are winning a gratifying 
degree of consumer acceptance. Re- 
tailers are apparently eager to try 
any reasonable offering that promises 
to help revive trade. Most whole- 
salers and retailers alike look for im- 
provement somewhat later as weather 
conditions become more favorable. 


DEALERS ARE ALERT 


Despite the acknowledged handi- 
caps, dealers seem more interested 
than ever in methods calculated to 
better their position. Efforts of the 
jobbers to supply them with special 
assortments and items with which 
to meet. and beat chain competi- 
tion have received encouraging retail 
response. Household specials are 
particularly successful. Among the 
offerings available are assortments of 
enamel ware assembled to sell at 25e. 
Dealers are especially eager to push 
similar assortments offered fur sale as 
single low-priced units. These appeal 
strongly to the housewife. 


GIFT GOODS ACTIVE 


Notwithstanding the supposed slug- 
gishness of buying, customers were 
perhaps never more interested in gift 
goods and novelties. A recent dollar- 
day item consisting of an old-fash- 
ioned graystone cooky jar, decorated 
with a dash of color, is showing sell- 
ing speed; between sales this item 
sells at $1.25. People are still playing 
bridge, giving showers and observing 
birthdays and many a dealer is the 
gainer for having prepared to care for 
the trade thus engendered. 


(Minneapolis office of HARDWARE AGE) 
MINNEAPOLIS, March 24. 


ONDITIONS in general in the 
i territory served by the Twin 

Cities seem to be moving 
“along the even tenor of their way,” 
with little change from last week. In 
the larger centers at least, there is 
evidence that building operations are 
getting under way. Some of the com- 
mercial buildings have been pro- 





AT A GLANCE 


Hardware sales volume in 
the Chicago territory con- 
tinues below normal levels. 

e * 4 

Dealers are alert and are 
making a strong bid for the 
consumer’s dollar. New items 


are being pushed. 
* % % 


House cleaning supplies are 
showing imcreased activity. 
Poultry supplies are moving in 
good volume. 


¢ + 


Roller skates and spring 
sporting goods are in good 
demand. Ammunition prices 
are very low, as a result of a 
price war. 











CLEANING SUPPLIES 


House-cleaning items are rising in 
demand. There is, for instance, an 
increase in the call for chamois skins. 
Among the new numbers in this class 
one offers a novel.method of cleaning 
wallpaper. It is a rubber sponge in 
the form of a brick, just the right size 
to fit the hand. This offering gives 
the dealer another good chance at the 
customer’s buying impulse; it retails 
at 50c. 


POULTRY SUPPLIES 


In addition to the needed moisture 
it brought, the recent big snow helped 
the price of eggs and bettered the de- 
mand for poultry equipment, which 
had been suffering to an unusual ex- 
tent. For a number of years volume 


Current Volume Continues Below Normal 
Some Early Improvement Is Indicated 


in this line has been increasingly de- 
pendable. The snow also prolonged 
the flow of maple sap and the trade 
in sugar equipment. Among the other 
immediate benefits of the snowfall was 
the cleanup of snow shovels; few deal- 
ers have any left. Feeling on the 
farms is much better following the 
snow and, although ample moisture is 
still lacking, the agricultural improve- 
ment is apparent. Moreover, the de- 
mand for lawn supplies seems likely 
to be stimulated. 


ROLLER SKATES, ETC. 


For a number of weeks the whole- 
sale trade in roller skates had been an 
outstanding feature of the first-quar- 
ter movement. Sporting goods, which 
had been moving in encouraging fash- 
ion since the first of February, have 
slowed down somewhat. Baseball 
supply volume to date has been good, 
though quiet apparently. Inquiry for 
golf equipment shows plenty of pre- 
season interest. Toys are in fair 
demand, especially electric items in 
favorable retail locations. Miniature 
airplanes and other more or less me- 
chanical toys are selling. 


PRICE TRENDS 


Prices on electric wire and wiring 
devices show added firmness; manu- 
facturers tend to eliminate conces- 
sions. Because of price competition 
business has been stimulated in am- 
munition; profits are influenced ac- 
cordingly. Figures on ammunition 
advanced Dec. 14, 1929, 10 per cent, 
and retarded future buying. This year 
the situation has been complicated 
with reverse effect. Jan. 5, 1921, am- 
munition prices declined 10 per cent 
and accelerated the volume in futures. 
But, in addition to this factory reduc- 
tion, most of the jobbers in the Middle 
West have reduced the figures another 
10 per cent and are now indulging in 
one of their periodical ammunition 
price wars, with the figures about one- 
fifth below those of sixteen months 
ago. 


Ganeil Business Shows Gradual Gains 


TWIN CITIES: 


gressing steadily all winter, with no 
cold weather to stop operations. Resi- 
dence building is increasing to some 
extent, noticeable perhaps most where 
new additions to the cities are being 
promoted. Hardware dealers who fea- 
ture builders’ hardware are finding a 
slight improvement in the demand. 
Records of home building permits from 
cities over the Northwest show an 
improvement over those of Jast year 
for the same time. 


Have Improved Slightly 


GAINS ARE GRADUAL 


While there has been no particular 
activity in any line of merchandise, 
there is evident a gradual stepping up 
of business in general. A slight gain 
in all lines, steadily showing. So far, 
March shows improvement over Feb- 
ruary, as that month showed improve- 
ment over January. The gain is not 
as great as had been hoped, but any 
gain is encouraging. With precipita- 
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AT THIS 
91, OZ. 


| THE TRADE MARK KNOWN_IN EVERY HOM | 
LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 





$1 BOTT a | 


It Steps-Up Sales! 
BUY FROM YOUR JOBBER 


UNIVERSAL VACUUM BOTTLES 





No. 241 Pint—Independence Blue 
No. 251 Pint—Indian Red 
Price $1.00 Each Retail 


Made and Guaranteed by 
LANDERS, FRARY & CLARK 


New Britain, Connecticut 





Illustration Shows Actual Size of Bottle 
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tion of moisture in the form of rain 
or snow quite general over the North- 
west, agricultural interests are great- 
ly encouraged, and seem to feel easier 
as to the prospects for the year. The 
soil has been so dry that winter 
wheat and rye did not germinate last 
fall, and it is problematical as to how 
much of the acreage must be re- 
planted this spring. 


RADIO ACTIVITY 


Demand for radio is still fair, and 
the interest in the midget sets seems 
to dominate the market, although 
there is a fair proportion of the larger 
sets sold. Replacement tubes sell 
rather slowly, the tendency being to 
make the old tubes serve as long as 
possible. People have not entirely 
got over the idea that radio is a win- 
ter amusement, and sales are ap- 
proaching the point where a seasonal 
decline occurs. 


AUTO ACCESSORIES 


Automobile accessories, especially 
those for winter driving, are showing 
less activity. Car heaters have had 
a fair season, but not nearly so good 
as if the winter had been normal. 
Dealers anticipate a good demand for 





AT A GLANCE 


General conditions in the 
Twin Cities territory appear to 
be showing gradual improve- 
ment. 

* £ # 

The agricultural outlook 
has brightened as a result of 
recent rains and snows. 

e+ $ | » 


Midget radio sets continue 
to enjoy an active demand. 
Prospects are considered good 
for spring auto tire business. 


e+ & & 


Prices, in the main, show no 
change. Collections have im- 
proved slightly. An excellent 
sentiment prevails. 











tires, which should be stimulated by 
the low prices. Spring driving has 
not yet begun, although the highways 
are well filled with cars every week- 


end. 


PRICE SITUATION 


Prices in general show no changes, 
as the market seems to be very 
steady. Possibly with the increase of 
business in the coming weeks, fur- 
ther adjustments of prices will be 
made. 


COLLECTIONS 


Collections are holding a fairly 
good level, and seem to show a slight 
improvement in the past few weeks. 
While many people have contended 
that the bonus for service men would 
have no particular effect on business, 
there are many others who believe it 
will, and it would seem that, with 
funds ai hand, many “store bills” will 
be liquidated and thus improve condi- 
tions. 


GENERAL SENTIMENT 


The general tone of this section of 
the country seems to be very good, 
with the feeling that there has been 
less depression here than in other 
parts of the country, that the local 
conditions are favorable for a steady 
improvement during the year, and that 
the natural resources of the territory 
will bring it through to normal times. 
Dealers are filling their stocks mod- 
erately, and look for a steady gain in 
sales as the.year progresses. 





CINCINNATI: 


(Cincinnati office of HARDWARE AGE) 
CINCINNATI, March 24. 


HILE district hardware job- 

\ \ bers indicate that business 
during the current month has 

shown a slight improvement over 
February, the situation is still below 
expectations. The slow rise in de- 
mand, however, has been steady since 
about the latter part of January and 
the trade generally feels that the up- 
swing of business conditions has be- 


gun. 
ORDERS CONTINUE SMALL 


Probably the only feature of cur- 
rent business is the small purchases 
being made by consumers. Current 
orders flow into the jobbers’ offices in 
goodly number, but the quantity of 
merchandise on each continues small 
and represents the immediate needs of 
the purchaser. This, however, adds 
somewhat to the optimism of jobbers, 
since retailers are not overstocking 
and will be in the market for greater 
amounts of merchandise as the re- 
tail demand materializes. 


TRADE IS CAUTIOUS 


The trade, however, is cautiously 
feeling its way and making no foolish 
moves. Stocks of jobbers are in good 
shape and they are ready to supply 
the consumers with most any item 





AT A GLANCE 
While hardware jobbers in 


the Cincinnati territory indi- 
cate March trade has shown an 
improvement, business is still 
below expectations. ' 


$$ + 


Current orders are numer- 
ous but involve small quanti- 
ties. The trade generally has 
adopted a cautious attitude. 


e & 


The agricultural prospects 
have brightened. It is the gen- 
eral opinion that business is 
on the uptrend. 


$$ $+ 


The local iron and steel in- 
dustry reports light gains. A 
leading banker says consumers 
are paying their debts. 











they might need in fair quantity at 
short notices. Retailers, on the other 
hand, are keeping their stocks at min- 
imum levels. 


Sales Volume Is Below Expectations — 
Upturn Has Been Slow and Steady 


TREND OF DEMAND 


There appear to be no outstanding 
items on the current orders. The de- 
mand is fairly well diversified among 
the seasonal items and staple mer- 
chandise. Consumers appear to be re- 
luctant to commit themselves on fu- 
ture goods until, they are in a posi- 
tion to know with reasonable certainty 
what is going to sell and the extent 
to which the demand may go. Ac- 
cordingly, spring merchandise, while 
moving moderately, is not a feature 
of the present business volume. 


FARM OUTLOOK 


As the result of recent good 
weather, farmers report that the 
spring plowing is further advanced 
than last year. Many farm authori- 
ties feel that with a proper amount of 
moisture throughout the growing sea- 
son, this year will produce better 
crops than several years past. This 
is based on the theory, advanced some 
weeks ago, that the drought of last 
summer has made the soil fertile and 
mellow and has removed many harm- 
ful acids and other adverse soil con- 
ditions. 


RETAIL OPINION 
If reliance is to be placed upon the 


opinions of business and _ financial 
leaders, the general trade condition of 
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Amazing New Clothes Washer 
Opens Big Profitable Market 


“It’s just what I’ve 
always wanted.” 





a 


A: 
Hit. 











Just plug Cinderella in any 
electric outlet and it does 
the washing in a jiffy— 
for only one cent an hour. 















Cinderella is useful for the 
week’s wash, and for 
quickly needed things that 
are washed every day. 





Cinderella is a big seller 
to small families—espe- 
cially to families with 
young babies. 


sf 











Cinderella is safe for the 
daintiest silks and laces; it 
has no moving parts to in- 
jure clothes. 





Cinderella is just right for 
apartment dwellers. It can 
be tucked away in small 
space when not in use. 





This glass demonstrator 
shows Cinderella’s “‘Bub- 
ble-Action” in action, 
and helps you make 
sales. 











ee ee ee ee ee 


T LAST the big market for a low- 
A priced electric clothes washer has 
been opened up. Now thousands of 
women who never before could afford a 
clothes washer are buying the Cinderella 
—the amazing new Washer that retails 
for only $37.50. 


Revolutionary in price, revolutionary 
in operation, too! By means of a new 
“Bubble-Action” washing principle the 
Cinderella eliminates the use of moving 
parts that wear out dainty fabrics or pull 


Black & Decker Mfg. Co., 
Towson, Md. 










off buttons. Takes only 15 minutes to 
thoroughly cleanse 14 diapers, or 10 
pieces of lingerie, or 5 men’s shirts, or the 
equivalent. And it costs less than a penny 
an hour to run! 


It’s your big opportunity for big sales 
and profits! Mail the. coupon below for 
the Cinderella Sales Plan and learn how 
you can make a $60 profit on each $90 
investment. Cinderella is a product of 
the Black & Decker Mfg. Co., world’s 
largest manufacturer of Portable Electric 
Tools. Send the coupon now. 


Please send me the name of my state distributor and the sales plan on the new Cinderella Clothes Washer and 


Dry Cleaner. 
- 


NE gets ee oa ca sets LR ead atic. cae Renn yb sag Rend dove cna 
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Portable Electric Clothes Washer 
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this district is on the uptrend. Re- 
cent governmental surveys have stim- 
ulated public expressions from many 
local leaders and the consensus of 
opinion is that we may feel certain 
that business conditions are on the 
upgrade and that they will continue 
to improve. A recent report of the 
Retail Merchants Association of Cin- 
cinnati shows that retail sales in all 
the associated stores have increased 
since the first of the year. The basis 
of the comparison is the same period 
of last year. The report indicates 
that the number of sales transactions 
have increased and that on many com- 
modities prices have been reduced. 


DEBTS BEING PAID 


Another encouraging feature of the 
local situation was brought out a 
week ago in a talk by one of the lead- 


ing bankers in this district when he 
pointed out that there is a tendency 
among the consuming public to re- 
duce its debts. He made this com- 
ment after a study of the various in- 
dustries in the district. Hardware 
jobbers, however, indicate that the 
credit situation is still only fair. 


IRON AND STEEL 


The iron and steel industry reports 
slight improvement in business. Sales 
of pig iron have been fairly well sus- 
tained at about ‘2500 tons weekly. 
While this is not the normal rate of 
sales, the fact that the volume has 
been sustained indicates that local 
melters are using the iron received. A 
year ago the fluctuation from week to 
week in pig iron consumption was 
very noticeable; hence, this present 
steadiness has added to the local op- 
timism. 


STEEL SHEETS 


Demand for finished sheets has been 
increasing steadily for the last eight 
weeks. Business now being received 
warrants production of local mills 
above the 60 per cent mark. Reports 
of mill operators indicate that the 
trade generally is not anticipating © 
future needs, but is buying regularly 
and that the signs point to the con- 
tinuance of this steady demand. 


MACHINE TOOLS 


While no marked uptrend has been 
noticed in the machine tool industry, 
some slight improvement has been 
reported. “Of course, tool builders 
generally are the last to feel a de- 
pression and the last to feel the up- 
trend, since tool users generally wait 
until the needs for equipment becomes 
apparent and relatively sure. 





NEW YO 


NEW YORK, March 24. 


ESPITE the fact that current 
ID sales are running behind last 

year’s, metropolitan hardware 
jobbers report a noticeable improve- 
ment in the demand for spring mer- 
chandise. Wholesale hardware sales 
in the New York area showed a de- 
cline of 25 per cent for the first two 
months of this year, as compared 
with 1930. It is believed that March 
will make a much better comparative 
showing. In such comparisons, how- 
ever, it is well to keep in mind that 
price declines have depreciated the 
value of merchandise, during the past 
year, at least 10 per cent. This ac- 
counts for the fact that a jobber could 
be moving the same tonnage of goods 
as a year ago and sales would still 
be at least 10 per cent behind those of 
1930. 


SEASONAL GOODS 


Spring merchandise is fairly active, 
although there is a disposition on the 
part of dealers to postpone buying 
until the consumer demand actually 
makes. itself felt. This has made it 
difficult for wholesalers to accurately 
estimate the extent of the demand in 
the offing. It is entirely possible that 
such belated buying will result in 
swamping jobbers with seasonal or- 
ders when the public begins to pur- 
chase spring needs. As a rule, dealers 
are continuing to place small orders 
and are keeping their stocks at the 
minimum levels that are. consistent 
with immediate requirements. The 
downward tendency of prices in recent 
months has the trade cautious in buy- 
ing, but present prices on most spring 
lines appear to be well established 
and fairly firm. 


Business Makes Sub-Normal Seasonal Gain 
¢ Further Gradual Improvement Is Expected 





AT A GLANCE 


While current sales con- 
tinue to run behind last year’s, 
steady gains are being made 
and further improvement is 
expected. 

* # *% 

Spring merchandise is fairly 
active. Many dealers are post- 
poning purchases until the last 
moment. 

* % & 

Building supplies are in bet- 
ter demand as a result of in- 
creased construction activity. 

* * & 


4 
Sales of electric refrigerat- 
ors are showing a marked in- 
crease. Few price revisions 


have been announced. Collec- 


tions are slow. 











ITEMS IN DEMAND 


A fairly active demand prevails at 
the present time for poultry netting, 
screen wire, garden tools, garden hose, 
lawn mowers, fertilizers, grass seed, 
painting supplies, ladders, lawn fence, 
lawn rollers, hedge shears, grass 
shears, hose reels, underground gar- 
bage receivers, spraying equipment 
and other seasonal items. Staple 
lines are only, maderately, active. 


BUILDING SUPPLIES - 


Influenced by increased activity in 
local building operations, builders’ 
hardware and contractors’ supplies 
are showing a little more life, after 





being very dull for several months. 
Further improvement is indicated as 
the spring building season progresses. 

According to the F. W. Dodge Cor- 
poration, construction contracts for 
the first two weeks in March ran 
$12,000,000 ahead of the correspond- 
ing period of last year. 

From March 2 through to 14 a total 
of $43,674,600 in contracts awarded 
was reported in this area; whereas 
in the corresponding period of 1930 a 
total of $31,386,500 was recorded. An 
exact comparison is possible, for the 
two periods match in number of 
working days, both containing twelve 
days. 

Non-residential building .was the 
most important construction class 
during the current March 1 through 
to 14, producing a total of $20,791,200. 

Other major zlasses represented in 
the two weeks’ total are residential 
with $16,268,400 and public works 
and utilities with $6,615,000. 


ELECTRIC REFRIGERATORS 


Many hardware stores in the metro- 
politan district have found electric 
refrigeration a very profitable adjunct 
to their stock. It is therefore inter- 
esting to note that the local distrib- 
utor of a well-known make of electric 
refrigerators has announced marked 
sales increases in recent months. 
January and February sales were 50 
per cent ahead of 1930, while March 
sales are running 70 per cent ahead 
of the same month of last year. This 
would indicate that the public has 
money and is willing to spend it for 
items they really want. 


PRICE INFORMATION 


The price of linseed oil is now 10.0c. 
per pound in lots of less than five 
barrels and 9.6c. per pound in lots of 
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Wa auCiibigbinbaelacliik: 


Increase Juoé Profits 


— MERCHANTS know the wisdom of selling high quality merchandise .. . 
because it not only yields a better profit, but is more certain of completely satisfying 
the customer. For years the Therm-a-Jug has been the accepted standard of jug values. 
No other jug is as beautiful or as perfectly made, and no other jug has the exclusive 
patented cap which has made it famous. 





Supply New Jug 
Needs..Inerease 
Your Sales 

--- Four-Fold 


There isa 
Monarch Jug 
to Supply 
Every Need... 





Yet the Therm-a-Jug is only 
one of a complete line of 
thirteen different types of 
jugs in Knapp-Monarch’s 
1931 offering. The Therm- 
a-Jug is now made in both 
gallon and half-gallon ca- 
pacities. The Therm-a-Jar, a 
new creation, in half-gallon 
capacity, now makes the old 
ait pitcher obsolete. The 
Monarch Food Jug also fills 
another long felt need. And 
the Monarch Spigot Jugs 





New needs have been found 
for jugs—and new jugs have 
been built to supply them. 
The average family is no 
longer content with one 
jug. There is just as pressing 
need for a Therma-a-Jar— 
a Food Jug—or a Spigot 
Jug. And by supplying these 
needs you do a greater vol- 
ume of jug business and 
make additional profits. Sell 
four jugs instead of one and 
you increase your sales vol- 
ume four-fold. 








are now made in one gallon 
and two gallon sizes. In 
fact we challenge you to find 
any other line of jugs which includes such a 
variety of new ideas, sizes, and styles at such a 
sweeping range of prices. 


THERM-A-JUG 

The nationally known Thetm-a-Jug 
one gallon capacity. 

1931, and if you wish to also make a larger per- 

centage of profit on it than ever before, just write 

us and we will send you complete information. 


If you wish to doa larger 
volume of jug business in 


FOOD JUG 


Monarch Food Jug. For keeping foods 
hot or cold. Large opening. 





THERM-A-JAR 


HALF GALLON THERM -A-JUG 
A new creation—Therm-a-Jug in 
half-gallon capacity. 


KNAPP-MONARCH COMPANY 


Manufacturers .. . Belleville, Illinois 


Therm-a-Jar —takes the place of 
table pitcher. Half- gallon capacity. 
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five barrels or more. Following the 
recent lead of the American Steel & 
Wire Co., most wire producers have 
advanced prices on all wire products, 
except fencing and bale ties, $2 per 
ton. This has stimulated mail buying 
to some extent. Quotations on raw 
eopper have held firm at the 10c. to 
10%c. level. The dissolution of the 
Bolt, Nut and Rivet Manufacturers 
Association has failed to arouse much 


FISHING TACKLE 

Fishing tackle is in improved de- 
mand. Salt water tackle is fairly 
active and anglers are getting ready 
for the opening of the trout season. 
The New York State trout season 
opens on April 4, while the season in 
New Jersey, Connecticut and Penn- 
sylvania opens on April 15. 


CREDIT SITUATION 


Collections continue to have a slow 


Some retail firms who have always 
discounted their bills have been un- 
able to keep up the practice for the 
first time in history. Failures have 
been rather numerous during the past 
six months. Within the next ninety 
days, it is the general opinion that 
collections will show marked improve- 
ment. Even a moderate demand for 
seasonal goods will enable many deal- 
ers to liquidate enough of their stocks 
to meet the more pressing of their 








trade comment. 


and rather unsatisfactory character. 


obligations. 


“ 





Osborn 1931 Paint Brush Assortment 


The 1931 Osborn paint brush assortment, made by The 
Osborn Mfg. Co., Cleveland, Ohio, is identical with the 
1930 assortment, except that the brushes are 3% in. wide 
instead of 4 in. wide. There are six handle colors in each 





assortment of twelve. Colors are: pale green, yellow, white, 
navy blue, red and sky blue. Brushes are packed in a red 
display box, making their displaying very easy. Brushes 
are designed for general household use such as painting 
walls, ceilings, floors, steps, etc. Brush part is of pure 
black china bristle, vulcanized in rubber. Handles are made 
to conform to the hand. Suggested retail selling price 


is $1.25 each. 


Speedmatic 
Saw K-9 


The K % Speed- 
matic Saw lists at 
$125. The free speed 
of the blade is 5000 
r.p.m., which the 
maker states is from 
2000 to 3000 r.p.m. 
faster than any other 
gear-driven saw on 
the market. It is 
guaranteed to cut 3- 
in. lumber at the 
rate of 14 ft. per 
minute, and 2-in. 
lumber at the rate 
of 20 ft. per min- 
ute. Motor is 110 or 220 volts, in AC. and D.C. Special 
voltage model can be furnished. Saw blade is 9-in. diam- 
eter type with 2-in. hole. S.K.F. precision ball bearings 
are used. Size over all is 12% x 9% x 11% in.; net 





weight is 23 lb. Included in the equipment are a 9-in. 
combination saw blade and a 9-in. ripping blade. Hollow 
ground or planer blades for particularly smooth cutting as 
well as cross-cut, rip and dado cutters are available. Ad- 
justable ripping gage, combination wrench and screw- 
driver, carrying case and 20 ft. of No. 14 rubber-covered 
conductor cable with unbreakable duplex plug are included 
in the equipment. Motor is 1% hp. type. Thumbscrew for 
angle adjustment is also used to steady saw with other 
hand. Porter-Cable-Hutchinson Corp., Syracuse, N. Y., is 
the maker. 


Steady Expansion in Steel Demand 
Continues on Unchecked Basis 


Expansicn of steel demand, although by no means spec- 
tacular, is unchecked, and further gains are indicated by 
the broadening requirements of the automobile and con- 
struction industries. 

Steel ingot output for the country at large has risen 
from 55 to 57 per cent, with the greatest gains reported at 
Cleveland, where production is now 70 per cent of capacity, 
and at Chicago, where the district average is 68 per cent, 
with the rate of one producer 75 per cent. Three blast 
furnaces have been added to the list of active stacks, one 
each having been lighted in the Alabama, Youngstown and 
Chicago districts. 

Prjce changes are few in numbey and indecisive in char- 
acter, reflecting no general trend either upward or down- 
ward, 

Finished steel specifications at Chicago are 25 per cent 
above the average for the year to date, while bookings at 
New York are running 10 to 20 per cent over those of 
February. Cleveland also reports substantial gains, chiefly 
attributable to the expanding needs of the automobile 
industry. 

Most makers of wire rods, wire and wire nails have 
adopted the advance of $2 a ton for second quarter first 
announced a week ago. Likewise most producers of bars, 
plates and shapes are quoting 1.65c. a lb., Pittsburgh, for 
the coming quarter. Lack of interest on the part of con- 
sumers has thus far prevented these quotations from under- 
going a real test. In the case of plates, shapes and bars 
the fact that most of the tonnage shipped this quarter 
has been at 1.60c. may influence the attitude of buyers, 
notwithstanding that the spot price has been $1 a ton 
higher since the first of the year. Willingness of sheet 
mills to accept second quarter contracts at recent. prices 
is complicated by the appearance of fresh weakness in 
current transactions. Automobile body sheets have declined 
$2 a ton to 3.20c. a lb., Pittsburgh. Black sheets have 
been shaded $2 a ton to 2.25c., Pittsburgh, while scattered 
sales of galvanized sheets have been made at concessions 


o” $1 a ton. 
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OO vRizes 


to Retailers and 








Wholesalers of Watehes 


Ciin Cop e-- and their Salesmen 
FOR THE BEST 
NAME FOR A 


NEW WATCH 


Before presenting this remarkable new watch 
to the trade as a business-stimulator at a time 
when retailers need new business, we con- 
92.3% of all the men from coast = ducted a nation-wide survey to make sure that 
to coast who first saw this new — the public would respond to this watch as an 
wateh said it should sell for extraordinary value. We found that we were 


more than 810. vs 95 not enthusiastic enough. For 92.3% of all the 





Yet you ean sell men who first saw this watch said it should sell 

it for only . . - for more than $10—and we had planned to 
offer it at $6.50. The sure indications of vol- 
ume demand have induced us, however, to 
mark it even lower—just $5.95! 


This watch needs a name worthy of its 10 
points of superiority. Temporarily, we have 
named it TIP-TOP “X”. But we want you to 
give it a name to show that it is the star of the 


WHICH of these 10 selling features 


do you consider most important and why? 


1. Compensated for tempera- 6. Balance staffs polished and already famous Tip-Top line. The contest is 
ture changes. hardened. open to only jobbers and retailers of watches, 
2 Silver dial with raised a Main spring arbors pol- and their salesmen. In all, $1200.00 worth of 
© numerals on black enamel. © ished and hardened. prizes will be given, so that you have many 
detnip = st - 00 oman eee chances to win. There are scores of prizes for 
2B Mich sneabiitey ati. den sae 3. Krack-proof Krystal. men and women. A beautiful $250 radio, su- 
7 _ perb silverware, fine traveling bag, and many 

M4. Diamond-cut escape wheel >. —— -" gr 
Il any entrant has to do is to use one of the 
»> Polished and hardened 10 Handsome _black-and-red Entry Blanks that are part of a broadside that 
® pinions. ® box, with gold trim. your jobber’s salesman will leave with you. 
Write down the name you suggest for this 
ee eee oe are eee ‘ watch, check the feature which in your opinion 


has the greatest sales value, and in a letter of 
no more than 50 words tell why this feature is 
the most important. Let every salesman in your 
store get in on this contest. And you, too, Mr. 
Retailer! If you do not have the Contest 
Broadside with Entry Blanks, shoot the 
coupon to us immediately. Contest starts 
April 1, 1931, and ends May 15, 1931. 


THE NEW HAVEN 


CLOCK COMPANY 
NEW HAVEN, CONN. 


THE NEW HAVEN CLOCK CO., 
Dept. F3, New Haven, Conn. 


Rush Entry Blanks to us for your $1200-in-Prizes Contest 
also, broadside describing how easily retailers and sales- 
men can enter your big contest. 


eee eeee ee ee eee eeeeeeeeeeeeeeeeeeeeeeeeeEF EEE HEHEHE HBOS 
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One-Tenth of This Hardware Firm’s Total Sales 
Are Attributed to Radio 


Port Chester, N. Y., attributes 10 per cent of its 

total annual business to radio sales. Port 
Chester is a city of some 20,000 persons, and radio 
competition is very keen, but this has not prevented 
the store from attaining an annual volume of approxi- 
mately $20,000 in the line. 

One well-known make of radio sets is concentrated 
upon and this provides a complete line of standard 
quality sets retailing at moderate price. The firm’s 
radio business has increased steadily each year. Just 
prior to Christmas is the most active radio season for 
the store. Mr. Rockey’s son, John Rockey, has a thor- 
ough knowledge of radio principles and is an expert 
service man. This has been a wonderful asset for the 
store. 

Due to the fact that Port Chester has 120 volt cur- 
rent, this resulted in considerable trouble at the start, 
as the sets handled were designed for 110 volt cir- 


7 HE hardware firm operated by Frank L. Rockey, 


cuits. To overcome this difficulty it is now the cus- 
tom to install a voltage reducer which reduces the 
current to 110 volts and eliminates the cause of the 
trouble. Better type tubes are always sold with the 
new set, as they have a longer life and give more 
faithful reproduction. 

Most service calls received by the store have been 
occasioned by faulty tubes. .The installment method 
of selling has been very satisfactory in this establish- 
ment as only two repossessions have been necessary 
since the firm first started to sell radio. 

As a usual thing, only four sets are carried in stock 
as they are quickly available from a nearby distribu- 
tor. This results in a rapid turnover of a compara- 
tively small investment. Good window displays have 
been one of the most effective means for stimulating 
radio sales, while they are also given prominent dis- 
play in front of the store, where they are arranged 
in a semi-circular manner that compels attention. 








This window is well balanced, offering a simple, easy-to-see arrangement of tools. It was made by H. E. 
Key forthe Morse Hardware Co., Bellingham, Wash. , 
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Make A Drive For Spring Profits 


with A merican 
Children’s Vehicles 





wy 





No. 58 


Full Tubing Gear 
One of Ten Different Models 





Profit comes where profit-making 


Ball Bearing ® * e 
OE ni SO merchandise is displayed 





While Children’s Vehicle sales are good the year around, 
two seasons are outstanding—spring and fall. 

After a winter’s confinement the kiddies are eager to get out- 
doors and race along with their Children’s Vehicles. One sale 
brings on another. 

Put the colorful American Line in your window, or have a 
good display near the front in your store. 


This plan will bring you good spring profits. 





pilin bene Whe — Insist upon American 
The Outstanding 1931 Your Jobber Can Serve You 
Children’s Vehicle Feature 





eee 


The American-Netional Pompany 
TOLEDO, OHIO, U. S. A. 


Loe 
FIVE FACTORIES 
KNOWN AROUND THE WORLD 


WORLD’S LARGEST CHILDREN’S VEHICLE MANUFACTURERS 
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Packed in 
Barrels 
Sacks 
Bags 
Cartons 





NCE in a dog’s age a 

staple product is 
lifted out of the ordinary 
class. And this applies to 
Le Page’s Paper Hangers’ 
Paste. 


And Why? 


A new process has been de- 
veloped that breaks down every 
particle or minute cell of the 
grain. This gives the paste 
greater adhesive power—and in- 
creases bulkiness to absorb more 
water. 


In addition, “old-time” crafts- 
men have contributed their ideas 
to make this paste a surefire, 
easy working product. 


With your interest in the resale 
value—in the profitable selling 
of an item—here is a package 
that sells and sells. A good 
looking package that lends itself 
to display in window or counter. 
Yes, Sir, the name Le Page’s 
lends real significance to Mr. 
Consumer. 


Mr. Dealer—get our proposi- 
tion on a 50, 1 Ib. trial case. 


Russia Cement Co. 
Gloucester, Mass. 














New Catalogs and Helps 


Corbin Catalog Shows 
Colonial and Early 
English Builders’ Hardware 


P. & F. Corbin, New Britain, Conn., 
has produced an _ outstanding catalog 
showing its lines of Colonial and early 
English hardware.’ The use of colonium 
metal as a substitute for iron in the pro- 
duction of replicas of old iron pieces de- 
veloped by Corbin craftsmen is described 
in this book, which has a stiff binding of 
high grade. The intricate methods of 
finishing colonium in a manner similar 
to the work of the forge is an achieve- 
ment of the Corbin organization. Old 
patterns reproduced were very carefully 
selected. 

The line includes early American 
wrought iron hardware in patterns solv- 
ing many of the problems heretofore con- 
fronting designers and builders of the 
better class of buildings. The line is 
made to please the most exacting critics, 
with prices which do not eliminate it 
from the buildings that must be equipped 
within a reasonable figure, according to 
the maker. With this line it is possible 
to use matched or contrasting designs 
throughout an entire building. Handles 
and locks, knobs and escutcheons can be 
had in sets with locks. 

Folders have also been issued showing 
some of the outstanding members of 
both the early English and Colonial hard- 
ware lines and the early American 
wrought iron hardware lines. The stiff 
bound book has an index at the front and 
thumbnail index, on the page edges. 





Catalogs Issued on 
Savage and Fox Arms 


Savage Arms Corp., Utica, N. Y., has 
issued catalog No. 66 shdwing and de- 
scribing Savage sporting arms and am- 
munition, as well as rifle sights. New 
models are illustrated in Springfield auto- 
matic and repeating shotguns as well as 
a new 0.22 caliber rifle. A. H. Fox funs 
are shown in a catalog issued by the 
Savage organization, including new model 
Fox guns. The Fox catalog calls atten- 
tion to the ventilated ribs and beaver- 
tail foreends, available in Fox guns above 
the Sterlingworth grade. 


Westinghouse Fan Sales 
Promotional 1931 Plan 


Westinghouse Electric & Mfg. Co., 
Mansfield, Ohio, has issued a_ booklet 
showing the promotional plan to increase 
Westinghouse fan sales for the retailer 
during 1931. The front pages illustrate 
and describe the Debon-air, new design, 
as well as other members of the fan 
line. Window display material is de- 
scribed and illustrated, as well as meth- 
ods of using it to advantage. Samples 
of the colored circulars and folders as 


well as the miniature letterhead and fan 
catalog, are included in the booklet. Il- 
lustrations of the mats offered for news- 
paper use are included in the booklets as 
well as promotional suggestions. 





Store Modernization Principles 
Are Outlined in New Booklet 


Under the title “Small Store Ar- 
rangement,” the domestic distribution 
department of the Chamber of Com- 
merce of the United States has issued 
a booklet setting forth the benefits 
and technique of store modernization. 
In 112 pages carrying more than 100 
illustrations, the booklet gives a gen- 
eral discussion of modernization prin- 
ciples designed to aid retailers in 
nearly all lines and goes into great 
detail for hardware, drug, grocery 
and dry goods stores. Copies may be 
obtained from the Chamber of Com- 
merce at Washington for 25c. each, or 
for 20c. each in lots of ten or more. 


Kleanbore Hi-Speed .22 
Cartridge Window Display 


This window display cut-out of the 
new Kleanbore Hi-Speed 0.22 caliber 
cartridge is being offered to dealers by 
the advertising department of Reming- 
ton Arms Co., 29 Warren St., New York 
City. The cut-out, which stands 18 in. 
high, is available to dealers carrying 
Kleanbore Hi-Speed 0.22 rim fire am- 
munition. The new cartridge is repro- 
duced in giant size in lithographed colors, 
accurately representing the brass case 
and Silvadry bullet, together with the 
new boxes in which Hi-Speed 0.22’s are 
packed. - 
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Page Issues Catalog 
on Farm Fence 


A catalog on farm fence, which illus- 
trates and describes the complete line 
offered by Page Steel & Wire Co., Pitts- 
burgh, Pa., has been issued. Among the 
interesting features of this catalog is a 
chart and instructions, which show how 
to measure fields for fencing posts. 


1931 Taylor Line Shown 
in Attractive Catalog 


The Frank F. Taylor Co., Inc., Nor- 
wood, Cincinnati, Ohio, has issued an 
attractive catalog, showing in actual col- 
ors the company’s line for 1931. Specifi- 
cations of the models illustrated as well 
as specifications common to all Taylor 
models are given in the booklet. Na- 
tional advertising, dealer helps and pat- 
ents of the company are mentioned in 
the booklet as well as an explanation of 
the Taylor trade-mark. 


Star Heel Plate Co. 
Offers Catalog No. 16 


Catalog No. 16 of the Star Heel Plate 
Co., 357 Wilson Avenue, Newark, N. J., 
is a very complete issue, showing the 
general line of supplies for boot and shoe 
repairing offered by the company. Other 
items shown are hardware specialties, 
riveting machines, corn shellers, putting 
shot, dumbbells, pitching horseshoes, 
quoits, etc. Cobblers’ tools, boot jacks, 
foot rests, shoe horns, button hooks and 
window hooks are some of the products 
illustrated and described in the catalog. 
Dealer helps and assortments are illus- 
trated in addition to the products for re- 
tail distribution. 


Federal Trade Commission 
Orders Retail Price Stipula- 
tions Curtailed 


In the absence of legislation legal- 
izing resale price maintenance, the 
Federal Trade Commission is pro- 
ceeding to issue orders stopping the 
practice. One of the latest steps in 
this direction affected a Chicago 
candy manufacturer, is of interest to 
all lines, since it embraces practices 
which the Commission has ordered 
stopped and are applicable to all man- 
ufacturers. 

The firm was ordered to refrain 
from entering into contracts or agree- 
ments with its dealers to the effect 
that its products are to be resold at 
prices fixed by the company; to cease 
inducing jobbers in any locality to 
agree among themselves to observe 
and maintain resale prices for the 
company’s products; to desist in its 
request to dealers that they report 
the names of other dealers who fail 
to maintain the resale prices fixed by 


the company; and to stop seeking by 
any method the cooperation of deal- 
ers in making: effective any’ policy 
adopted for the maintenance of prices. 
It was held that the direct effect 
and result of the company’s practices 
are to suppress competition among 
jobbers in the sale and distribution of 
its trade-marked candy bar; to con- 
strain jobbers to sell that article at 
prices fixed by the company and to 
prevent them from selling it at such 
less prices as they may desire, and 
to deprive purchasers of the advan- 
tage in price which they would other- 
wise obtain from the unobstructed 
flow of commerce in their product 
under methods of free competition. 


Housing Plans Show Upward 
Trend in 37 States 


East of Rockies 


After showing a decline for more 
than two years residential construc- 
tion is beginning to indicate an up- 
ward trend in thirty-seven States east 
of the Rockies, it was announced by 
the F. W. Dodge Corporation. The 
report is based on residential con- 
tracts awarded in February, which 
produced a total of $77,917,800*in the 
States mentioned. 

A nearly equal division is made by 
the three major construction totals 
for the month, constituting a grand 
total of $235,405,100, of which, in ad- 
dition to the $77,917,800 already men- 
tioned as residential, $78,844,500 was 
for non-residential structures and 
$78,642,800 for public works and utili- 
ties. 


Individual dwellings and _ apart- 
ments form the larger elements in 
the housing groups. Most of the new 
apartment construction for the month 
was done in New York City. The 
non-residential construction total was 
low when compared with the cor- 
responding month last year. 

In two of the thirteen territories 
covered by Dodge reports there were 
gains in total construction over both 
the previous month and February of 
last year. These were in New Eng- 
land and Central Northwest territory, 
the latter comprising Minnesota, the 
Dakotas, Northern Peninsula of Mich- 
igan and northwest Wisconsin. Sea- 
sonal advances of February over Jan- 
uary were shown by gains in six ad- 
ditional territories. 

As compared with January and Feb- 
ruary of 1930,.residential building was 
off only $9,000,000 for the two months 
of the current year. This was a loss 
of about 6 per cent and compares 
with a loss of almost 50 per cent for 
the corresponding two months of 1930 
in contrast with 1929, which the Dodge 
Corporation said indicated that the 
deflation in this type of building had 
been largely completed. ; 








THE STANDARD “REGENT” 


Now 

you need 
Electric 
Ranges 

to complete 
your 
cookstove 
department 


The trend towaras electrical 
cooking requires clectric 
ranges to round out the 
modern cookstove depart- 
ment.**Servicing”’ is no bar. 
The new Standard Electrics 
reduce servicing to the van- 
ishing point ... Send for 
F booklet ‘“‘What is a Hard- 
ware Dealer?”’ It discusses 
this question from the 
standpoint of your profits. 
Use coupon below. 


STAN DARD 
ELECTRIC 
RANGES 


STANDARD ELECTRIC STOVE CO. 
TOLEDO, OHIO 


[] Please send booklet ‘What isa 
Hardware Dealer?”’ 


[] Send copy of Standard cata- 
logue 
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MASTER WINS — ALWAYS 
ON THE INSIDE TRACK 


Our 100% distribution through the le- 
gitimate hardware jobber to the dealer 
has kept us on the inside track! 

No change in our policy — we started 
right —we stayed right! 

Master padlocks are the Fastest sell- 
ing quality padlocks in the World. 
Not sold to Chain Stores. Mail-Order 
Houses or Cut-Rate Merchants. 


MASTER LOCK CO 


‘Worlds est Exclusive 


Padlock. ufacturers 
MILWAUKEE, WIS., U.S.A. 


ETTING the customer into 
the store and getting him 
to come back again and 
again is our problem, and 

a very serious ‘problem with the 
hardware merchant. We are not 
getting enough traffic into our 
stores to make them _ profitable. 
What are we going to do about it? 


The most usual way to attract 
trade is through displays, advertis- 
ing, and correct use of windows 
with goods attractively arranged 
and all the leading items plainly 
priced. This includes the use of 
modern fixtures, so that the mer- 
chandise will be properly displayed 
and priced. 


All these things are being done 
by wide-awake merchants today, but 
still it isn’t enough to get the traffic 
into our stores. Too much merchan- 
dise of the slow selling type is loaf- 
ing around in the best selling 
spaces, and our stores are still too 
untidy. How can we blame a woman 
customer for buying an electric re- 
frigerator, range or radio from a 
furniture store, if the interior dis- 
plays and show windows of that 
store are cleaner and more attrac- 
tive than those in our stores. 


What we need most is to have the 
boss on the job when the store opens 
and still at it when closing time ar- 
rives. The first hour or two in the 
morning is the time a store should 
be cleaned and “picked up” and ar- 
ranged. 





In addition to having a neat store 
with modern equipment, you should 
develop a friendly, pleasant and in- 
teresting store. By an interesting 
store I mean one in which the inte- 
rior displays are changed often so 
that customers get into the habit of 
| coming in to look around and see 
what is new. Build up a spirit of 
friendliness and homelikeness. It 
will pay big dividends. 


| Modern equipment and the best 
| locations do not spell success unless 
| brains and hard work go with them. 

We need increased store traffic. 
| With this in view, many progressive 


Selling Inside the Store 


By Fred E. Carlisle, at the Boston Convention 


merchants are continually featur- 
ing rapid moving items at special 
prices. I believe this is the method 
we must all employ, even to hold 
what trade we already have. This 
principle of merchandising is not a 
new one. Years ago I remember 
hearing anmold adage, “A few things 
must be sold at a low price in order 
to sell many things at a high price.” 


Some years ago, a leading chain 
of drug stores adopted such a 
method. We called it “cut prices’ 
then, and the stores were called cut 
price stores. But today this chain 
has a wonderful merchandising pol- 
icy. In my opinion, they are not 
price cutters but experts in the use 
of price leaders. Through this 
method they get the traffic into 
their stores, which in turn, provides 
customers for their more staple 
lines. 


We can have the best in store 
equipment, show windows, stock 
control, etc.—all these things are 
necessary for a firm foundation— 
and yet not get the traffic our hard- 
ware stores need. 


We must give our customers bar- 
gains, continual bargains, bargains 
that cannot be matched. By bar- 
gains I do not mean cheap goods 
sold at a cheap price. I mean that 
every item must be bought to sell at 
the very best value that can be of- 
fered—a value better than ordinary. 


The average hardware merchant 
is conservative. He does not take 
kindly to such a proposition, but, 
like it or not, I believe he has got to 
accept it or get out of business. 


Other things we must do this 
coming year if we are to stay in the 
selling game are: Cut our expenses; 
give our sales people a better edu- 
cation; have better systems of cred- 
its and collections; have better ad- 
vertising; give better service to 
customers, and mark our merchan- 
dise more expertly. 


Any improvements we can make 
in our methods of doing business 
will make easier the selling of our 
merchandise inside the store. 
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Favorite 1931 
Modernistic Ranges 


Modernistic,  <clorful 
gas ranges have been 
added to the 193] line 
of Favorite Stove & 
Range Co., Piqua, 
Ohio, line. Model 
No. 700, Treasure 
Chest is furnished 
in marbelized green 
and ivory colors, 
equipped with bakelite 
pulls. Seasoning jars 
are on inside of utility 
compartment door and 
cook *op cover can be 
stowed in utility com- 
partment when not in 
use. The low oven 
height permits placing 
in any light without interfering with cook top illumination. Oven is 
built on right side only. Utility drawer is built on rollers for easy 
operation and freedom 
from warping. It is 
equipped with Auto- 
matiCook regulator, 
Spitfire lighter, etc. 
Challenger model No. 
500 includes all of the 
: features —_ in be 
PEE Treasure Chest mode 
ie and is designed to con- 


i, an form with the modern 
: : RL SR tastes in home furnish- 
ings and equipment. 
Companion model No. 
161 a popularly priced 
model with many out- 
standing advantages 
has also been added. 








Superior and Chain 
Pipe Vises 


The Erie “Superior” 
Vise is offered in 
three models; No. 
43, 3 inch jaws, % 
to 1% inch capacity, 
No. 43%, 3¥% inch 
jaws ¥% to 1% inch 
capacity, and No. 44 
has 4 inch jaws and 
capacity of ¥% to 14 
inch pipe. Weights 
are respectively, 14, 
17 and 28 Ibs. Jaws 
open 34, 4 and 414 inches respectively. Features are deep diamond shaped 
corrugations in replaceable tool steel faces, removable triple grip pipe 
jaws which hold pipes rigidly and 
swivel base operated like those on 
most expensive vises, according to 
the maker. The Erie Tool Works, 
Erie, Pa., makes the above model 
as well as the No. 10 Erie chain 
vise with clamp base. It holds up 
to 24 inch pipe and weighs only 
6% Ibs. This model folds up com- 
pactly and may be easily carried by 
plumber or electrician in his kit. 
It has all the features of the com- 
pany’s regular vise including three 
jaws, all removable. Nichrome 
steel chains are used in this vise. 
Vise may be instantly attached to 
bench or studding without the use 
of bolts or screws. Base is enam- 
eled in attractive green, while han- 
dles are in black and jaws are polished tool steel. The Superior vise is 
finished in green enamel with polished parts. 














8” Diehl Induction Fan 
Non-Oscillating Type. .$ 6.50 
Oscillating Type...... 11.50 





For Completeness— 


the Diehl Fan Line 


Desk and bracket fans, ceil- 
ing fans, exhaust and venti- 
lating fans—in a wide vari- 
ety of types and sizes; all 
that the dealer and jobber 
needs for assurance of a suc- 
cessful and profitable fan 
season. 





These ruggedly constructed 
fans are equipped with de- 
pendable motors and have 
exceptional consumer appeal 
because of their attractive 
appearance. Diehl’s forty- 
three years of experience in 
fan manufacture is insurance 
of quality and trouble-free 
performance. 

















Ask your jobber for a copy of 
the 1931 Diehl Fan catalog 
and complete price informa- 
tion. 





DIEHL MANUFACTURING COMPANY 
Electrical Division of 
THE SINGER MANUFACTURING CO. 
Elizabethport, N. J. 


Atlanta—Boston—Chicago—Dallas—New York—Philadelphia—St. Louis 


DIEHL 
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New  Non-mushrooming 
Cold Chisel—a more lasting 
and better chisel of the 
highest quality, made by 
Maydole craftsmen. 


The Maydole Non- 

mushrooming Cold 

Chisels are pressed a 

forged from highest 

grade alloy _ steel Carefully 

especially adapted Formed 
Head 


to the manufac- 
ture of quality 
edge tools. 


The Maydole 
line of Non- 
mush =- 
rooming 


Chisels is 
presented to 
the trade with 
an assurance 
that no_ better 
cold chisel can 


Cold be produced at 
any price. 
oe The Maydole Non- 
round 


mushrooming Cold 
Chisels not only have 

an attractive _resale 
price to the consumer 
but also show a substan- 
tial profit to both jobber 
and dealer. Manufactured 
in popular sizes only. 





Remember these tools car- 

ry the name, “‘Maydole,”’ and 

with it the reputation of a cen- 
tury. Write for literature. 


David Maydole Tool Corporation 
NORWICH, NEW YORK 


Beveled at the Proper Angle 











Starrett 
Thickness Gage 


A new thickness gage 
with many _ attractive 
sales points is now being 
offered to the trade by 
The L. S. Starrett Co., 


Athol, Mass. Gage No. 
78, lists at 50c. It has 
six leaves: .0015, .002, 
003, .004, .006 and .015 
inch thick, giving a 
range by  thousandths 
from .0015 to .031. 


Leaves are protected by 
a steel case, held by a 
screw and stud arrange- 
ment which allows them 
to be replaced when 
damaged. An eyelet in 
the end of the case al- 
lows the gage to be carried on a ring. Since it is less than 3 inches 
long the gage fits handily into the pocket. This gage is proving popular 
with automobile owners and motor mechanics, because of its small size, 
wide range and price. Gages are supplied on the attractive, easel back 
display board shown here, without extra charge 





White Mountain and 
Arctic Freezers 


White Mountain and Arctic ice 
cream freezers, made by The 
White Mountain Freezer Co., 
Inc., Nashua, N. H., are now 
offered in colors, the former 
being painted jade green and 
the latter being tinted a pear! 


eng 


On, a j 
Ft NE Alia 
wide 





il L CREAM Pere gray. ne sel bright 
hee de Ten ea 
Hii Mn ut tt models are now shipped in in- 
el bid dividual containers, eliminating 
inn a soiled tubs, torn wrappings 
eT al oO ae aes ee 


being delivered to the custom- 
er in clean condition. The improved tripie motion White Mountain 
model has a new type gear case, with three gear drive, retaining the 
triple motion. Outside metal parts have bright galvanized finish, which, 
with the green painted wooden tub, does away with rusting of hoops 
and disintegration of the wood. The Arctic freezer has also been im- 
proved as to appearance and wearing qualities. Suggested discount on 
the entire line is 50% to dealers 


Stanley Garden Tools, 
Milk Bottle Holder 


The Stanley Works, 
New Britain, Conn., 
offers Stanley garden 
tool set No. 7040. Set 
includes trowel, fork, 
transplanter and culti- 
vator. Each tool is light 
in weight, yet strongly 
made of cold rolled 
steel. There are no 
burrs to scratch the 
hands and the handles 
are very smooth and shaped to fit the hand. Trowel and transplanter 
have beveled edges to fa- 
cilitate using them even in 
hardened ground. Tools 
are attractively finished in 
brilliant two tone colored 








lacquers. Each tool is care- 
fully wrapped to prevent 
marring the finish. Each 


set is packed in a handsome colored box. Complete set weighs only one 
and one-half f These tools are also available separately in orange 
lacquer tipped with black and packed six in a box. Milk bottle holder 
No. 7015 is a unique but practical item. It eliminates the possibility of 
stray cats or dogs licking the tops of the bottles and also prevents in- 
juries to persons suffered in tripping over bottles placed on the floor. 
The holder is made of cadmium plated wrought steel. 
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STRONG Let Us Tell You 
LIGHT er hese 
SAFE ers 


SPRUCE LADDE | 











| | | 


“Tr _h 
—— 
































AIR DRIED FULL STRENGTH | IN’ 


The Season Is on SELL " THE CARPENTER 
FOR LADDERS THE MASON 


Single — Extension 


oa 
WRITE FOR OUR LATEST BOOKLET AND PRICE SHEET Order Now—Spring Dating 


W. W. BABCOCK. CO. BATH, N. Y. 
The 


NorcoR 
LINE offers 
oJnother Selling Combination 


Camp chair and stool—both built from the same 
material and with the same principles of construction 
as the Norcor Chairs, 
plus these features that 
mean profits to you— 

























































Convenient 
Durable 
Colorful 
Practical 


Have your regular hard- 
ware jobber show you this camp stool and camp chair 
now—or write for details. 


NORTHERN CORRUGATING CO., Inc. Green Bay, Wisconsin 
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At Last? 
The Perfeet Lawn Rake! 














Rake in Additional PF iota / 
Profits with our FP YAMADE 1: avr 
new patented ““METAL-GRIP”’ 
METAL GRIP , ; 
Bamboo Lawn LAWN RAKE 
Rake! 







This rake with its METAL- 
GRIP of non-corrosive, rust- 
proof steel will outwear three 
ordinary bamboo rakes. 
Hence, you not only reduce 
your customer’s cost one- 
half, but create more satis- 
fied customers. 


Exclusive 


ADVANTAGES 


*The METAL-GRIP adds 
strength and keeps the rake 
in perfect condition perma- 
nently. 
*The METAL~-GRIP, set 
close to the base, permits 
Greater flexibility. 
*The METAL - GRIP is 
arched, keeping every tooth 
on the ground when rake | * 
is held at normal angle, 
thus increasing its efficiency. 
*The METAL-GRIP comes 
in three different sizes to 
meet every requirement. 
*The wooden handle gives 
additional strength and a Gross Purchases 
distinctive appearance. Terms 2/10 E.O.M. F.O.B. New York 
PRICES TO DEALERS LIST PRICES 
18” _ 6.00 per doz. 18” _ 75¢. ea. 
24” — 10.00 per doz. 24” 
30” — 14,00 per doz. 
Order through your jobber or direct from us 


GEO. W. McGUIRE IMPORTING CO. 


IMPORTERS—MANUFACTURERS 
Room 1112, 200 Fifth Avenue, New York 


FACTORY: BEECHHURST, L. I. 


——_ 
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The Wolves of Lenox— 


How their name spread the width 
and breadth of land. In a fear 


agely snapping jaws they broke 
from the Highland forests of old 
Scotland and rushed with the 
speed of the wind down 
pastured flocks. Nothing stood 
: before that super strength, speed 
and clean cutting teeth — when 
on of Lenox were on the 
0! 













Popularity That 
Insures Greater 
Hack Saw Profits! 


Popularity that has 
spread to every corner 
of the land—a demand 
for ‘the tools in the 
plaid box’’—from shops 
and men to whom hack 
saw blades of 
rong, quick cutting 
and long lasting qualities 
are essential. 
Stock up on Wolves of 
Lenox. Watch your prof- 
its shoot up too. Our 
special sales plan_ will 
help you get these blades 
started in your territory. 
Write for particulars to- 
day. 


















The tools in the Plaid box 
American Saw & 


Mfg. Co. 
Springfield 









Mass. 
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Palm Beach 
Sun Lamps 


Palm Beach Sun 
Lamps are offered by 
the lamp division of 
Keene Chemical Co., 
204 East Twenty- 
third Street, New 
York City. Model D 
double-are model lists 
at $15. It uses 8-mm. 
carbons of any 
strength. The lamp 
has a feature which 
causes it to go out of 
its own accord each 
four minutes, thus 
preventing the possi- 
bility of overtreat- 
ment, according to 
the maker. Adjust- 
ment is automatic, as 
the raising and low- 
ering of the lever is the controlling factor. Carbons come 
set, make contact and then separate to form an arc, 
all in one operation. The lamps operate on either A.C. 
or D.C., 110 volts, and draw 12 amperes of current. Other 
models are offered in single arc and mercury quartz types. 








Plastic Molded 
Ball Floats 


Pioneer Radio Corp., Plano, 
Ill., offers the Pioneer non-corro- 
sive float, made of Durez. The 
material from which the float is 
made is a phenolic molding com- 
pound which is said to successfully , 
combat alkalies, moisture, salt and 
similar destructive agents. It may 
be continually immersed in any 
type of water, with no detrimental 
effect. Threaded joint is carefully 
cemented with lead and oil. 





Quaker Range Burner 
and Garage Heater 


The Quaker Mfg. Co., 228 N. La Salle Street, Chicago, 
Ill., makes an oil burning range burner, listing at $55, as 
illustrated in this description. The No. 710 garage and 
utility heater lists at $56, while the No. 85 single car garage 
heater lists at $34.50. All models burn 38/40 distillate, 
often called No. 1 furnace oil, including the oil-burning 
stoves and circulators made by the company. 
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sfomer Ss 
si0 find here 


TH i FANS 
they want ; 


And, because they can, the — 















tional opportunity for sei 
Each fan, a de- 
tpendable fan, equipped with a 
dependable Signal motor, 
ychoice of Universal or 
Induction motor 4 4 


“ft Acomplete line 
of FANS: - 


) \ this season. 













a range 
of prices | 
from $3.95 |i: 
to $30 list— 
to meet custo- 
mers’ require- 
ments, you can 
sell the Signal line. 
Ask your jobber now 
to show you these 
fans. Plan to make 
1931 your best fan year. 


Signal Electric Mie ra 


Menominee, Michigan 


Manufacturers of Electrical Fans and Appliances 





ANDFACTURERS » A 
SEGMAL 








No. 220 


j Shame 


the life of any structure 


GRIFFIN HINGES 


prove worthy of the im- 
portant part fhey play 


in daily service. 


RIFFIN 


(RIF! Company 


ERIE, PENNSYLVANIA 








Branch Offices:- 


BOSTON: 76 BATTERY MARCH 


NEW YORK: 46 WARREN ST. 
SAN FRANCISOO: 708 MARKET OF. 


GHICAGO: 565 W. RANDOLPH ST. 
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Th 
1 


XTRA QUALITY 


SHOVELS 


More Than Expected 


Blades, handles, workmanship 
—every detail of these famous 
shovels gives your customers 
more Genuine Shovel value 
than expected. The 
QUALITY means greater turn- 
over and profits to dealers. 


The Ingersoll Steel & . 
Dise Co. 





The Indiana Rolling Mill Co. 


Newcastle, Indiana 





X-TRA 



































FREE 
t 


Dealers 


This convenient, color- 
ful Dust Pan Display 
Rack is an _ efficient 
silent salesman. It 
catches the eyes of the 
customer, enables her 
to see the complete 
line of dust pans, make 
a selection and sell 
herself. It saves time 
and space, and sells 
more dust pans. 

Sent FREE with an order 
for eight dozen or more 
carefully assorted Fulton 
Dust Pans. Order today 


and get ready for the 
Spring Cleaners. 


Chicago Salesroom 
1498 Merchandise Mart 


FULTON LIN IF 


PATENT NOVELTY COMPANY 


on On oem On, | 








ILLINOIS 





Kaster Kit 


The A. C. Gilbert 
Co. New Haven, 
Conn., offers the 
Erector Kaster Kit, 
a miniature ma- 
chine for the mak- 
ing of soldiers, air- 
plane parts, medals, 
etc., at home. To op- 
erate, the machine 
is set up and a 
little of a Special metal is put into the melting pot. When 
ready to cast, melting pot lever handle is lifted and metal 
is allowed to run into the die. The kit has a capacity of 
100 or more pieces an hour, says the maker. Pieces may be 
melted and new models made of the same metal. Suggested 
retail selling price is $4.95. After the casting has been fin- 
ished and cleaned, the models may be lacquered in different 
colors. 


SuperMatic Automatic 
Electric Flatiron No. 950 


The SuperMatic No. 950 full- 
sized automatic electric flat- 
iron has an element of latest 
perfected type, glass - smooth 
base, new type attached heel 
rest and is offered in finest 
nickel or chromium finish. Han- 
dle is of rosewood, - being -of 
cool grip type. Regulating lever 
of bakelite permits adjustment to any degree of heat, 
which is automatically maintained thereafter. The iron has 
extra wide heat range, large contact points of genuine 
silver, streamline design with tapered point, beveled edge 
and heavy full-length No. 18 silk heater cord. Bakelite 
attachment and appliance plug to match are features. The 
iron weighs 6 lb., operates at 615 watts and weighs 6% lb. 
packed. Nickel finish lists at $3.95, while the chrome model 
lists at $4.75. Superior Electric Products Corp., 13800 S. 
13th Street, St. Louis, Mo., is the maker. 





Woodrow No. 40 
Premier Washer 


, The Woodrow 
model 40 Premier 
washer has a rust- 
less steel tub, 
brightly polished on 
the inside. Agitator 
is of the off center 
type, said to increase 
washing action 25 
per cent. Brass hex- 
agon agitator is 
equipped with No. 
4 heavy steel pin 
through the _ block 
and has a stainless 
steel agitator shaft, 
using 3/16-in. key. 
Gear base is of 
noiseless type, hav- 
ing but one cut gear 
in the entire case. 
Eccentric is made 
on steam engine principle, running in SKF self-aligning 
ball bearings. All parts in the case run in a bath of high- 
grade oil. Wringer has fancy nickel top and 12-in. drain 
board. V-type belt drive is guarded on all sides. Handy 
drain hose is included. Clothes capacity is from 7 to 10 lb. 
Gas engine is:No. 40G % hp., four cycle. Woodrow Washing 
Machine Co., Pella, Iowa, is the maker. 
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PROMPT REPAIR MEANS DOUBLE WEAR 
~ “WILDER & COMPANY CHICAGO | 





Now Supplied In a New 
“Junior” Lion Display Cabinet 


To provide a smaller assortment of Leather Half 
Soles and Strips than contained in our regular “Lion” 
cabinet, we are now offering a “Junior” size cabinet 


which contains the following items: 4 doz. pairs of 
Half Soles; one doz. each of 15, 20, 25, and 30 cent 
grades and 1 package of Lion Strips. Gross weight 
about 25 lbs. Retail Value— $16.50. Quick turnover. 
Good profit. SOLD ONLY THROUGH JOBBERS. 
Send us name of your jobber and receive FREE a 
Sample pair of 25c. “Lion” Taps. 


WILDER & COMPANY 


Manufacturers Since 1877 
1038 Crosby St., Chicago 


from this new chemical 


~DANDELION KILLER 


This is the first announcement of this new, 
| easy, positive way to exterminate dande- 
| lions and other weed pests. Thousands of 
Killer-Kanes and hundreds of gallons of 
Killer-Kemical will be purchased by 
home owners within the next few weeks. 


| New Profits 















| There are extra profits here for you if 
you are ready to meet this demand. } 


Dan-D-Lion Killer-Kemical is a powerful, 
non-poisonous chemical that penetrates 
the yard-long dandelion root and perma- 
nently kills it. Perfected after three 
years’ intensive research and experimental 
work by a prominent plant pathologist, at 
a leading agricultural university. 


The Dan-D-Lion Killer-Kane makes appli- 
cation so simple that a six-year-old can 
use it. Just a slight pressure permits a 
few drops to run onto the weed 
and the job is done. 


Write or wire for literature and 
discounts. Act now. 


CHICAGO WEED KILLER CO. 
550 W. Roosevelt Rd., Chicago, III. 














Sabin Gumfinger Lawn Rake 
Customers will buy this Rake every time, no 
matter how many others you show. 

Rubber prongs can’t tear or uproot grass, can’t 
rust, break or clog. Rubber prongs can’t cause 
injury if left upright—can’t kick back if 
stepped on. Extremely durable even when 
used on gravel, concrete, brick, dirt or slag 
walks and drives. Tested and approved by 
Garden Clubs, Country Clubs, Golf Clubs, 
Park Directors and residence owners. Enthu- 
siastic comments from users. 


Made in 16, 20 and 24 inch widths to retail at 
$1.00, $1.25 and $1.50. Liberal discounts, imme- 
diate demand, good profits. A few territories open 
to live Distributors and Manufacturer’s Agents. 


The Sabin Machine Company 


6536 Carnegie Ave., Cleveland, O. 





















Paras <« Yellow Crown 


Free Rack 


—a better 25e. serew driver! 


SCREW driver with a full- 

size, yellow-crowned handle; 
a thicker, stronger ferrule; longer, 
wider wings; a blade of special 
analysis high-carbon steel—fully 
tempered! A 25-cent screw driver 
that looks and lasts like a fifty- 
center! That’s the Bridgeport 
Yellow Crown—the best buy and 
the best seller at 25 cents! Send 
now for the bright-yellow, all-steel 
display stand pictured above—it is 
free with one dozen assorted sizes. 
Profit: 33 1/3% on selling price; 

50% on cost. Order now! 


Bridgeport 


THE BRIDGEPORT HDWE. MFG. CORP:., BRIDGEPORT, CONN, 
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Waterproofed — Weatherproofed — 
a rope that recognizes no season—a 
rope that’s just as flexible wet or dry. 
That is what you sell your customers 
when you handle the Guaranteed Co- 
lumbian Tape-Marked Rope. It will 
actually absorb less water which 
renders it practically rot-proof 
For strength, durability, waterproof- 
ing and flexibility, order Columbian 
There is a Columbian jobber near 
you. We will give you his name, upon 
request. 

Columbian Rope Comp 
Mill 352-80 Genesee Street 

be } | Pscecarigal = are ial = ae 


GOTUMBIAN =" RO 








ROPE 
[Spun 4 BRASS Seamless, 


KETTLES, PAILS, DIPPERS 


In Demand by 


Industrial Plants, Plating Rooms, 
Bakeries, Dye Houses, Canneries, 
etc. For Household use. Spun 
from one sheet of brass, strongly 
made, extra heavy bottoms. Dur- 
able, economical. No seams or 
joints. Also furnished in Copper, 
Monel, Nickel, Everdur, Ambrac. 
Send for Bulletin B and Price 
List. 


NATIONAL 
PIPE BENDING CO. 


130 River St., New Haven, Conn. 


we’ 


$10.00 Per Doz. Delivered 























Straight 


HEXAGON 
|| GAS RANGE 
PILOTS 


Something NEW. Fits ALL MAKES of Gas Ranges— 
New and Old—CADMIUM PLATED —rustproof, non- 
corrosive, beautiful display, individually boxed. Fully 
Guaranteed. Quick seller. Big profit. Dealers’ price, 
$10.00 per doz. delivered. SAMPLE POSTPAID $1.00, 
SPECIAL JOBBERS’ RATE. Lowest price in the country 
on friction gas igniters and renewal flints. 


—— | 


Bent 





Pilot-Lite Agency 
690 Eighth Ave., 
New York, N. Y. 








Make Your Wants Known 


If it’s Hardware you have for sale or want 
to buy—make your wants known in Harp- 
ware AGE, the “News-business” paper of hard- 
ware retailers and wholesalers all over the 


United States. 





Harpware AcE will bring buyer and seller to- 
gether at minimum cost. 




















Bates Keypak 
Key Container 


The Bates Keypak 
is a key container of 
thin and compact 
type, weighing but 
one-half an _ ounce, 
A button is pushed 
forward which 
causes the keys to 
pop out into view. 
Selection of the necessary key is made, the others being 
pressed back into the case. When using in ignition switch 
locks, Keypak stays put without rattle or jingle against 
the instrument board, says the maker. The Keypak is at 
present made in stainless steel and chromium-plated alum- 
inum. The suggested retail selling price is $1.50 for either 
model. The maker, Bates Keypak, Inc., 1203 Leader Build- 
ing, Cleveland, Ohio, states that this is the first key con- 
tainer made to fit right into the hardware line. It may be 
operated entirely with one hand, whether gloved or un- 
gloved. 





Wolverine Offers 
the Little Gardener 


The Wolverine 
Supply & Mfg. Co., 
200 Fifth Avenue, 
New York City, of- 
fers the Little Gar- 
dener, described as 
a practical planting 
set for indoors and 
outdoors. It is of- 
fered to meet the 
new demand for 
playthings that pos- 
sess educational as 
well as amusement qualities. This set contains complete 
equipment for the junior botanist; flower pots, pot saucers 
and six different packages of seed. The maker states that 
the seeds are of finest quality, guaranteed to grow when 
directions are followed. Suggested retail selling price is 
$1. The Little Gardener set features simply written direc- 
tions, which can be readily understood and followed by the 
youngster. 





Frost’s Improved 
Mortise Bolt 


The construction of this bolt is of extreme simplicity, 
says the maker, C. L. Frost & Son, Grand Rapids, Mich. 
Both the knob and bolt are turned from brass rod, the con- 
struction being of solid brass all the way through. Both the 
knob and bolt are easily mounted with the aid of templates 
that are provided. Mortise bolts are packed in half dozens, 





complete with screws. A quarter turn of the knob is suf- 
ficient to shoot the bolt all the way out. Bolt locks in the 
“in” position, and is said by the maker to be positively 
burglar proof. It cannot be jarred out where it will mar 
and gouge the woodwork. 
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HYDRO - FLUE 
Replaces un- 
sightly kitchen 
stove pipe. In- 
stalled in a jiffy 
on any gas range 
no matter where 
located. No chim- 
ney connection. 
Washes and re- 
leases fumes 
without objec- 
tionable odors. 


HYDRO-FLUE 


also acts as a “HUMIDIFIER”—keeps air moist and 
healthful. Prevents soot. Saves decorating expense. 





Height 614”, weight 10 ozs. Finished in Aluminum, 
Green, Ivory Grey or White to match kitchen decorations. 
Retails at $1.50 each. Liberal profit. Individual cartons. 


JOBBERS—get our proposition. 
DEALERS—send for folder and trade prices. 


WARD MFG. CO. 
809 Griswold Bldg. Detroit, Mich. 








Why 


SILVER LAKE 
CLOTHES LINE SELLS BETTER 


Silver Lake Clothes Line offers rapid turnover because it 
gives much more to the customer at only slight additional 
charge. It is 100% cotton, solid braided, No adulterants 
or coloring are used to damage the finest of fabrics. 
Hanks come in three lengths, 50 ft., 75 ft., and 100 ft. 


Display this line and watch it move. An attractive 
folder and name of your jobber sent on request. 


SILVER LAKE COMPANY 
Newtonville, Massachusetts 








THERE’S PROFIT IN DOORS THAT NEED 


ILCO KEY-BLANKS 


And there’s a reason for that 

OO profit! ILCO has put its entire 

on resources into encouraging the 

key-cutting business. Branch 

offices located at strategic 

trade centres throughout the 

country bring you unequalled 

ILCO service. Continuous study 

is given to ILCO products to 

maintain their high quality. 

ILCO is accepted everywhere 

as standard because of its guar- 

anteed quality, its reasonable 

‘price range and the prompt 

service it offers. It will pay 

S you to investigate the oppor- 

QRQ tunity offered by ILCO key- 
blanks. Act now! 


) 





THE INDEPENDENT LOCK COMPANY massachucette 





The Outstanding Roas 
the Day! 


The Cream City ‘‘Juicy- 
Krisp’’ Roaster represents 
one of the greatest de- 
velopments in roaster de- 
sign. Water in the lowerg 
n is transformed into 
steam which passes 
through the perforations, 
keeping the roast juicy 
without basting. When the 
vents are open the roast 
browns to a_ delicious 
crisp. ; 
You will find the roaster a big seller... Feature it. 
formation will be sent upon request ge 
. three colors . . . two sizes. 


GEUDER, PAESCHKE & FREY COMPANY 


2-16 15th Street Milwaukee, Wis. 





Complete in- 
Seamless enameled ware 
















-BOSS CALF and 


Wii 

i! This fast seller brings you a 
!} new opportunity for real profits 
—farmers and dairymen buy on 
sight. 











Positively weans—one size fits 


= ADE! calf or cow and will not come 
$9-BSSS off or interfere with eating or 
NATIONALLY drinking. 


ADVERTISED Retails at 50c. 
See Your Jobber or Write Us 
Farm and Dairy Papers 


sell the So-Boss for you SIMONSEN IRON WORKS 


—Cash in on this de ° . 
mand. Sioux Rapids, Iowa 
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Peerless Handcuffs Never Fail 


That’s why they 
are used by 
Every State in 
the Union, the 
U. S. Govern- 
ment, the Gov- 
ernment of 
Porto Rico, the 
British Govern- 
ment, the Cana- 
dian Government and many other Foreign Countries. 

Made light, yet so absolutely secure that the strongest thug 
can never wrench them from his wrists. You sell real pro- 
tection when you sell PEERLESS Handcuffs. Send for 
prices. 


Peerless Handcuff Co., Springfield, Mass. 


Weient 12 Ounces 
SwiVELED Swivtuto 


























Car Owners 
Like This Wrench 


The B. & C. Adjustable “S” Wrench suits motorists per- 
fectly because it fits the work. Operating nut is steel and 
the sliding jaw is a steel drop forging. Made strong to 


last long. A steady seller. Ask your jobber. 
TRADE 
Ba BEMIS & CALL CO. 
MARK Springfield Mass. 








_THE MARK oF AGOOD MOWER 
aa RE ee 











GAINING IN POPULARITY 
PAINE 
Spring Toggles 
For attaching any object to 


hollow walls or ceilings. 
Simplest and Quickest in 
Operation 
Any size — Any Style — Any 
Finish 
Send for free samples—Sold thru jobbers. 


THE PAINE COMPANY 


2955 Carroll Ave. 79 Barclay St. 
Chicago, Ill. New York, N. Y. 

















| 
\ 
| 





| 





Kenton Hardware 
Morgan Crane 


The Kenton Harid- 
ware Co., Kenton, 
Ohio, makes this Mor- 
gan Crane, in cast 
iron. It is packed in 
knocked - down form, 
to give the young- 
sters the pleasure of building the crane. The wheel on the 
control car and two levers govern the three-way movement 
of the crane, while a slight lifting of a fourth lever quickly 
releases thé load suspended by the hook. The engine or a 
realistic sand bucket is supplied with the crane. This toy is 
brilliantly colored in red, green and orange. It comes packed 
in a durable display box with complete instructions for 
assembling and operating. Catalog No. 31, published by 
the manufacturers, shows the line for 1931. 





Electric Iron 
Stand 


A cordless iron 
stand, for making 
old type electric 
irons up to date, is 
offered by the 
Electric Iron Stand 
Mfg. Co. 3410 
West Sixty - third 
Street, Chicago, 
Ill. As the stand has an inclinded surface the iron slides 
down, making contact with electric terminal. Ball bear- 
ings are placed on the iron, where the cord is usually con- 
nected. Adjuster is oblong shaped and has two terminals. 
Weight of device is 1 lb. 13 oz. Suggested retail selling 
price is $1.50 each. Dealer cost in 100 lots is 75c. each, 
in 500 lots 70c., and in 1000 lots 65c. each. 





Empire Torpedo 
Level Assortment 


Empire Level 
Mfg. Co., Milwau- 
kee, Wis., produces 
this assortment of 
torpedo levels. As- 
sortment consists of 
three aluminum and 
three wood levels. 
Model 26E is of die- 
cast aluminum, 9 in. 
long, % in. wide 
and % in. high. 
Weight is 4 oz. One 
plumb, one level and 
45-deg. vial with 
colored fluid, accu- 
rately marked, are 
included in this tool. 
Top plate is polished and sides are satin finished. It is 
also available on display cards of six or in display boxes 
of six. List is $2 each. No. 44E is the mahogany finished 
torpedo level. It has polished aluminum top plate, one 
level and one plumb. Colored vials are accurately set. 
Weight is 3 oz. Measurements are 9 x % x % in. It is 
also offered in a display of six in a box. List price is $1. 
Dealer discount on the level assortments is 50-5 per cent. 


TORPEDS 


POCKET 
LEVEL 


tig 
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HUNDREDS OF FENCE DOLLARS 
FOR wavareys MERCHANTS 


You are the logical man to han- 
dle profitable neighborhood fence 
business. Take orders from homes, 
playgrounds, parks, miniature golf 
courses, factories, etc. Good mar- 
gin. No investment. Leading fence 
manufacturer for last 45 years. 


Write today for complete details. 


The Stewart Iron Works Co., Inc. 
737 Stewart Block Cincinnati, O. 








SAMSON TRADE MARK 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


Yate) sO OO) 9D 


SAMSON SPOT, PHOENIX and SACHEM brands 


each the standard of quality forits particular use. 
“There IS a Difference in Sash Cord”’ 
OTHER BRAIDED CORDS:* COTTON TWINES 


Send for catalogue, samples and selling information 








THE CORBIN SCREW CORPORATION 


The American Hardware Corp., Successor 


NEW BRITAIN, CONN. 


Warchouses—New York, Chicago, Philadelphia. 
Western Factory—Dayton, Ohiec. 











Desolvo 


Leader of Pipe Cleaners 
for Over 20 Years 


Never Sold to Mail Order Houses 


OLDEST — STRONGEST — BEST 


Popular Priced 
Satisfactory Profit 
Quick Turnover 
Satisfacton Guaranteed 





Buy Through Your Jobber 





MANUFACTURED BY 
THE CHAMBERLAIN COMPANY, Pittsburgh, Pa. 





WALWORTH 


Walworth Company, General Sales Offices: 
60 East 42nd St., New York 


Plants at Boston, Mass.; Kewanee, IIl.; 
Greensburg, Pa., and Attalla, Ala. 


Distributors in Principal Cities of the World 


Walworth Company Limited, 660 St. Catherine Street West, 
Montreal, P. Q. 


Walworth International Co., New York, Foreign Representative 


Makers of Dan Stillson’s Wrench 














GREEN’S 


manta 
SMALL PARTS 


CABINETS 
AND 


STOCK BOXES 


Attractive, Low Priced 
Hardware Fixtures. 


Write for Illustrated Price List 


THE GREEN CO., INC. 
92 WEST BROADWAY NEW YORK 





Fortify for _ 
SINCE 1907 


Fire Fighting > =~ 


&s 


Tinga Clonapan 














Merchandising 
METHODS 


That’s the keynote for 
1931. Are you fully 
prepared to master 
this problem in your 
own store? If not, our 
service department 
can be of valuable as- 
sistance to you. To 
get your copy of ‘‘The 


larger profits,’’ simply 
tear out this ad and 
mail now, while this 
bage is before you 

. « (no obligation). 


HELLER 


Merchandising Systems 


W. C. HELLER & CO. 
re Ohio 





New York Office: 20 Vesey St. 
Suite 500 
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Use the “Classified Opportunities Section” to reach Hardware Manufacturers 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


CLASSIFIED ADVERTISING 
RATES 





Advertisements from unemployed 
accepted free of charge; inse 

in two consecutive weekly issues. 
Box number address may be used. 
All replies will be forwarded by us 
post paid. 

Positions Wanted and Help Wanted adver- 


tisements at Special Rate of one cent a 
word, minimum fifty cents per insertion. 





THE FOLLOWING RATES 


apply to “Business Opportunities,” ‘Sales 
Accounts Wanted” and “Sales Representa- 
tives Wanted” Advertisements. 





Set Solid, Minimum of 5 lines...... $3.00 
Each additional line..... seeeree -60 
All Capitals, Minimum of 5 lines.... 4.00 
Each additional line............ 80 


Average 10 words to a line 
Allow One Line for Keyed Address 
Remittance Must Accompany Order 


BOXED DISPLAY RATES 
LD fmch .cccccccvccccccccccccc cc Qe 
Each additional inch.............. 400 
Discounts for Classified Advertising 
4 insertions, 10% off, 8 insertions, 15% off. 
Due to the special rate, these discounts de 
not apply on Position Wanted or Help 
Wanted Advertisements. 














HARDWARE AGE is published each Thursday. 
Forms close Nine Days previous to date of 
publication. 

Address yout advertisements and replies te 
HARDWARE AGE, Classified Opportunities, 
239 West 39th St., New York City. 





Samples of merchandise, literature, catalogs, etc., requiring more than ordinary reforwarding postage should not 








be addressed to box numbers 











POSITIONS WANTED 


POSITIONS WANTED 





HARDWARE MAN, thoroughly experienced in all lines of hardware, 
paints, plumbing, roofing and machinery. Capable in selling, buying and 
retail merchandising. Desires responsible connection with reliable firm. 
Also interested in managing retail hardware business in country town. 
Thirty-two years old, married with 12 years’ experience. Excellent refer- 
ences. Address Box J-216, care of Harpware AcE, New York City. 


WANTED, SALES POSITION—Experienced factory representative, 
extensive mechanical training, ten years sales experience. Until recently 
covering Western half United States including entire Pacific Coast, sell- 
ing Hardware, Jobbing Trade exclusively. Good references, thirty-six 
years of age, married, now living near Kansas City. Will go anywhere. 
Address Box J-229, care of Harpware AGE, New York City. 





POSITION WANTED—Experienced tool salesman, thirty-one years of 
age, who has represented quality tool manufacturers for five years, desires 
opening in territory from Mississippi west to Coast. Well acquainted 
with trade, and can furnish best of references. Can arrange to make 
permanent headquarters on Coast. Available immediately. Address Box 
J-214, care of Harpware Ace, New York City. 





POSITION WANTED—Is your business more than you care to 
carry? I am 38 years of age—Christian—of neat appearance. Have had 
twenty years’ retail experience—mostly managerial, familiar with hardware, 
housefurnishings, floor coverings, etc. Real desire to some day own a 
hardware business. Willing to work hard in any capacity. Address 
Box J-226, care of Harpware AcE, New York City. 





HARDWARE MAN—American, married, age 30 years, 10 years’ traffic 
experience. Shipping, receiving and stock clerk. Familiar with hardware, 
auto accessories, electrical and plumbing supplies and house furnishings. 
Also have inside sales ability. Desires position with jobber, manufacturer, 
or retail store. New York City preferred. Salary no object. Can furnish 
A-1 references. Address Box J-190, care of HarpwarRE AGE, New York 


City. 





HARDWARE MAN, age 42, married, with 30 years’ retail hardware 
experience desires to make connection with manufacturer as sales repre- 
sentative for the State of Michigan or Detroit only on a commission basis. 
Especially interested in a line of Builders Hardware or Mechanics Tools 
or what have you. Address Box J-211, care of Harpware Ace, New 


York City. 





YOUNG MAN, New York City, age 24, all around mechanic and steady 
worker has some experience as hardware clerk. Seeks position in same 
capacity. Would not mind leaving town for a steady position with a 
future. Can also drive a truck and furnish the best of references. 
Address Box J-206, care of Harpware Ace, New York City. 





SALESMAN has sold hardware, housefurnishings and specialties suc- 
cessfully for many years in eastern territory. Looking for permanent sales 
job preferably in Metropolitan New York area or near at hand eastern 
= of country. Twenty years’ record as a recommendation. Address 
ox J-220, care of Harpware AGE, New York City. 


HARDWARE MAN-—Six years’ experience covering middle and south 
western states with well known line of bicycles and motorcycles. Ten 
years’ experience covering Hudson river territory, Albany to New York 
City limits with builders’ hardware, sporting goods, fishing tackle, auto 
accessories, toys and firearms. With last firm seven years. Best refer- 
ences. Address Box J-230, care of HagppwarE AGE, New York City. 





RETAILERS, Jobbers and Manufacturers—Immediate connection with 
reliable firm desired. Over 10 years wholesale and retail experience in 
Hardware, Mill Supply, Housefurnishing and kindred lines. Good edu- 
cation, age 30, married. Familiar modern merchandising methods. Locate 
in any town within 500 miles of New York City. Address Box J-232, 
care of HarpwarE AGE, New York City. 





MARRIED MAN, 10 years’ experience in the housefurnishing, light 
hardware, chinaware, toy line, window dressing, price ticket writing, retai 
selling. Capable of taking charge of complete store. Chain store experience. 
Will work anywhere in the country at any price. Address Box J-185, 
care of HArpware Ace, New York City. 





CREDIT MANAGER—Has held this position with wholesaler, man» 
facturer of paints, and hardware and with large retail organizations. Avail 
able at once. Capable of managing office force and conducting entire ac 
——e problem. Address Box J-116, care of Harpwargz AGE, New York 

ity. 





SALESMAN with 15 years’ experience desires connection with organi- 
zation, wholesale cr retail, general and builders’ hardware. Mill supply 
to represent in metropolitan district—thoroughly acquainted with hardware 
and department store trade. Use own car. ~ Reference furnished. Address 
Box J-108, care of HarpwareE AGE, New York City. 





. YOUNG MAN, age 31 years, married, Christian, 15 years retail sell- 
ing experience of Hardware and Housefurnishing. Also can do general 
repairing such_as locksmithing, glassing, electrical, plumbing and steam- 
fitting, etc. Chauffer’s license, willing worker, in New York State or 
Conn. Address Box J-223, care of HarpwareE AGE, New York City. 





HARDWARE MAN has twenty years’ experience representing a general 
hardware line in the Northwest and will consider a general or facto 
line on salary or commission and drawing account. Address Box J-222, 
care of HarpwareE AGE, New York City. 





MANAGER, Wholesale or Retail Hardware Store, thoroughly experi- 
enced shelf and builders’ hardware, tools and supplies. Capable handling 
all details. Purchasing, merchandising, advertising, contract department 
and correspondence. Excellent references. Location no object. Address 
Box J-155, care of Harpware AcE, New York City. 





BUILDERS HARDWARE MAN with 12 years’ experience desires 
position with Builders Hardware Manufacturer or Jobber as salesman or 
estimator qualified to take off any operation from bungalow to sky 
scrapers. Can make up specifications and schedules. Address Box J-209, 
care of Harpware AGE, New York City. 





_ POSITION WANTED, by a hardware man, with twenty years’ exper- 
ience in buying and selling hardware, paint, sporting goods and house- 
furnishings. Fo years of age, good health and can furnish the best 
of references. Address Box J-217, care of Harpware AGE, New York City. 





SALESMAN, Christian, 16 years’ general and builders hardware ex- 

ience, wishes to connect with reliable firm. Have following in Brooklyn, 

g Island and New England. Can read Blue Prints. Best of refer- 
ences. Address Box J-207, care of Harpware Ace. New York City. 





CREDIT MANAGER: Capable of reducing losses. Forty years of age, 
energetic and reliable. Thirteen years’ experience as General Credit Man- 
ager for large Wholesale Hardware Company, Best of references. Address 
Box J-215, care of Harpware AcE, New York City. 





SALES EXECUTIVE AND BUYER. Twenty years’ experience with 
two of the largest wholesale hardware and housefurnishing firms in the 
country, seeks new permanent business connection, preferably in the east. 
Address Box J-219, care of Harpware AGE, New York City. 





POSITION WANTED—By a man with thirty years’ experience in the 
retail hardware business. Any number of first-class references furnished. 
Address Box J-227, care of HarpwarE AGE, New York City. 





SALESMAN, married, age 30, with car, in a position to call on hard- 
ware trade in Metropolitan District, desires connection with manufacturer 
or jobber. Address Box J-221, care of Harpware AcE, New York City. 





P ge men yee hardware, housefurnishings and fyrni- 
ure, who! e or retail, capable, energetic, excellent > . 
KOLCHIN, 772 Dawson St., New York Eity, a hee - 
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CLASSIFIED OPPORTUNITIES 


HELP WANTED SALES ACCOUNTS WANTED 














os 

An opportunity exists for men who have had an exceptional sales 
record. Our firm desires to employ substantial men with unquestion- 
able references who after a period of training will be added to our 


Salesman Covering the Six New England States 


to the hardware jobbing and manufacturing trade wants 








Sales Force. Retail or wholesale hardware experience desirable but ies . Si in . 

net essential. Applicants must be residents of he Metropole Di additional lines commission basis. Best of references. 
ct preferably owning a car. Write fully to e A 

HARDWARE COMPANY, 82 Warren Street, New York City. Address Box J202, HARDWARE AGE 











t& 


belong Thoroughly Re. sagas 6 ore -_ to act R 1 
manager and assist in purchasing. ust be a man of proven ability an 
capable of handling walininen. py Mees Box J-198, care BY: HarpwareE AGE, WE HAVE EXPERIENCED SALESMEN COVERING WHOL F- 
New York City. SALE AND RETAIL HARDWARE, SPORTING GOODS, STATION- 
ERY AND DEPARTMENT STORES IN ALL PARTS OF JU. S. A. 
SELLING HIGH CLASS OLD ESTABLISHED LINES FOR WHICH 
ALE SENTATIVES NT WE ARE EXCLUSIVE DISTRIBUTORS. 

S S REPRESE A ES WA ED WE ARE NOT JOBBERS. HAVE NEW YORK WAREHOUSE eo 
SALESMAN WANTED—Calling on Hardware and Housefurnishing | SHOWROOM. ARE EQUIPPED TO COVER ANY SECTION 
Jobbers in Metropolitan area to introduce a new household necessity, the | U. S. A. BRING YOUR SALES PROBLEM TO US. WE CAN 

i HELP YOU. ADDRESS BOX J-204, CARE OF HARDWARE AGE, 


sales value of which has been proven by us. Exclusive territories. Tre- 
mendous possibilities after trade has been built. Give lines handled. NEW YORK CITY. 


CRASH CHEMICAL CO., New Brunswick, N. J. 


SALESMEN WANTED—To carry a high grade line of dog collars. SALESMAN selling principal jobbers and retail hardware trade in 
Can be sold to leading hardware, sporting goods, leather goods and de- | New York City and Northern New Jersey would like to hear from Man- 
+o gene aga bap make a ~~" ye Pon Pegs cr" age ufacturer desiring representation on commission basis. Address Box 
asis only. Men with cars preferred. ress Box J-197, care o i I i 
Hanpwars Act, New York City. J-210, care of Harpware Ace, New York City. 





























LARGE national manufac istrik ica plies hs ‘ re r aaa 
attractive Pac: Poagpemseent~ sl _ yt cn po ance ty pe ge WANTED—To represent Hardware, Tool or House Furnishing Manu- 
present selling electrical material. Address Box J-231, care of HARDWARE facturer, to the Jobber, Mail Order and Department Stores in the central 
AcE, New York City. or middle west states, with Chicago as headquarters. Best of references. 


. Address Bex 7421-A, care of Harpware AGE, 1507 Otis Building, Chicago, 
_SALESMEN—Calling on hardware and department stores. New Til. 

kitchen articles sells on sight. No competition. Tremendous repeat. 
Big I KEFY Small sample. Protected territory. National advertis- a 

ing. GELLMAN MFG. CO, Rock Island, Ill. MANUFACTURERS’ Representative, with established trade wishes 














COMMISSION MEN wanted by Eastern Manufacturer to heen additional line for Chicago and Milwaukee, going to department and chain 
standard established tool line to the glass and paint trade, as side line. stores, jobbers and large hardware and housefurnishing stores. Will also 


Must have good references. Give lines now carried and territory traveled. consider imported line. Address Box J-225, care Harpware Acre, New 





Address Box J-191, care of Harpware AcE, New York City. York City. 

t bn lug 4 Salesmen for high grade Hack Saw Blades. Exclusive ; ee SS ae ee ae See ae = 

aes ft Geataas Aint Tee ao Address Box J-208, MANUFACTURERS’ Sales Agent, 15 years’ experience in metropoli- 
tan district, large acquaintance with jobbers and retail trade, desires con- 





ROPE SALESMAN WANTED. 100 per cent pure Manila rope, 14c. nection with hardware manufacturer, General line builders’ shelf, mill 
Ib. basis. Fast selling side line, five per cent commission, United Fibre supply. Have car. Best of reference. Age 32. Address, RICHARD 














































Company, 82 South Street, New York City. TARZIAN, 132 Nassau St., Suite 720, New York City. 
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Secure a Position, Locate a Salesman or Representative, Hire F 
an Employee, Choose a Partner, Sell a Business, Rent a Store, , 
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A NEW MODEL 


Perfection Nut Cracker 





“OLD FASHIONED” MODEL 


Modernistic Design 
Made of Malleable lron—Unbreakable 
Attractive Household Utensil 


Retail Prices 
Standard Color—Light Green........... $1.00 
Nickel Plated with Varnished Base...... 


Send for our circulars of Hardware Specialties showing 
complete line of Perfection Nut Crackers and C Clamps 


Malleable Iron Fittings Co. 
Branford 


Conn. 





QUICK 
TURNOVER! 






Automatic 
Non-Electric 


PRESTO JUICER 


MARKET READY MADE ‘ 
NATIONALLY ADVERTISED 
Thousands of citrus users in your selling area are 
looking this minute for a juicer better than the or- 
dinary ones and cheaper than the high cost electrics. 
Presto Juicer at $1.50 is just what they’re willing to 
pay. And they like it when they get to using it, as 
a slight downward pressure extracts the juice—clear 
of pulp and tissue. It’s fast, efficient, easy to operate, 
quick to clean and attractively enameled in yellow, 
green and blue. Send for explanatory circular and 

our proposition showing the 
Attractive Profit 
ALLIED SPECIALTIES CORPORATION 
200 Fifth Avenue Room 823-B New York, N. Y. 




















FOR 


SPRING BUSINESS 


Screen doors will soon 
go up. Door checks 
will be in demand 
everywhere. Get this 
business with the Rose 
_Secreen Door Checks. 
“Finest ever” say 
THE users. Strong, sturdy, 


efficient. No come-backs. 

Rwoe i... 

SCREEN DOOR §f Siting pian that 
CHECK 





doubles dealers door 
check business. 


This Hastings Sprinkler 
is another sales leader 
for spring and summer. 
May be used either 
whirling or stationary. 
100% adjustable. Throws 
forceful stream or fine 
mist. Any direction. 


Sturdily ( N 


HASTINGS 


ADJUSTABLE 


LAWN SPRINKLER 


Low in price. 
built. Beautiful finish. 
Packed individually in 
attractive display car- 
ton. 


Ask Your Jobber Salesman 


FRANK ROSE MFG. CO., HASTINGS, NEBR. 
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INDEX TO ADVERTISERS 























THE ADVERTISERS INDEX is 


published as a convenience and not as a part of the advertising contract. 


No allowance will be made for errors or failure to insert. 


Every care 


will be taken to index correctly. 





A 
Acme Shear Co............. 
Akron-Selle Co. ........++0.- 
Allen, L. B., Co., Inc 
Allen Mfg. Co........ 


Allen, 8. L., & Co. 
Alliance Mfg. Co.. 

Allied Specialties Corp. i aveee ee 100 
Allith-Prouty Co. 

Aluminum Goods Mfg. “Co isiwes es 
American Brass Co..... ° 
American Chain Co.............+ 
American 
American 
American 
American 
American 
American 
American 
American 
American 
American 
American 
Ammco 
Anker-Holth Mfg. Co., Ine 
Anti-Borax Compound Co... 
Arcade Mfg. Co........ ecevee 
Armstrong Bros. Tool Co.. Mee ewin ae - 
Armstrong Mfg. Co........0..:- -— 
Atkins & Co., E. C 

Atlas Tack Corp.. 
Automatic Washer ree ae 


Babcock Co., The W. 
BARGCe COPD. ..ccccccccccccce 
Ballonoft Metal Products Co..... 
Barlow & Seelig Mfg. Co........ 
Barney & Berry, Inc.. 
OSMee OO, .scccs 
SE ES eee 96 
Bernz Co., Inc., Otto........... _— 
Bethlehem Steel Co... 
Bingham Engraving Co.........- -- 
Birtman Electric Co....... P 
Bissell Carpet Sweeper Co....... — 
Le Oe Racews — 
Blaisdell Pencil DD cp vvcecsseces 
Black & Decker Mfg. Co 
Bommer Spring Hinge Co.. 
Bosley Co., D. W..... 

Boston Varnish Co.. 
Boston Woven Hose & Rubber Co. 27 
Bowker Chemical Co 
Brammer Washing Mach. Co..... — 
Bridgeport Chain & Mfg. Co...... 
Bridgeport Hardware Mfg. Co... 
Bridgeport Screw Co...........-.+ 
Bristol Hotel 
Brown & Sharpe Mfg. 








Saw & P sai 
Screw 
Sheet & Tin Plate Co.. 

Stainless Steel Co..... 
Steel & Wire Co....... 
Swiss File & Tool Co... 
Window Glass Co...... 














Buffalo Wire Works Co., bo Wie... 


Brush-Nu Co. ........... wheeee 
ee ee Be, Ces ccvccewess - 
Buffalo Bolt Co....... teeem 
Bunker-Clancey Mfg. Co......... —— 
Burley & Winter Pottery Co..... -- 
Burnley Battery & Mfg. Co..... -- 


Cc 

California Fruit Growers ee —_— 
Campbell Machine Co... 
Carborundum Co. .. 
Carolus Mfg. 
Cattaraugus Cutlery Co.. 
Chain Products 
Chamberlain Co. 
=— Retail Hardware Associa- 





Chicago Spring Hinge Oss 000% . 
Chicago Weed Killer Co......... 
Clark Bros. Bolt Co........c-00. 
Clay Equipment Co i 
Clements Mfg. Co.. 
Clemson Bros., Inc... 
Cleveland Quarries Co..... 
Cleveland Wire Spring Co... SA 
Clover Mfg. Co.....-.ccscvceses - 
Coleman Lamp & Stove Co.. 
Columbian Rope Co...........++ y 
Conestoga Corp. 
Continental Screen Co.......-.-.- _ 
Continental Steel Corp. 
Cook Company, H. ©... 
Corbin Cabinet Lock Co 
Corbin, P. & F 
Corbin Screw Comp... ..cwccccees 
Ce A ee — 
Corning Glass Works. ise ee 
Crescent-Davis Arms 
Crescent Tool 
Cribben & Sexton Co.... 
Crown Cork & Seal Co.. 

eT DS ee - 













D 
A a Pere eed 
Damascus Steel Products re 
Dayton Toy & Specialty Co..... - 


Dazey Churn & Mfg. Co........ 





De Boer Mfg. Co. 
De Laval Separator Co.. 
Delta Electric 
Dexter Co. eer 
Diamond Calk” Horseshoe Co..... 
Diehl Mfg. Co.. 
Dietz Co., R. ° 
Disston & Sons, Inc., Henry...14-15 
Dixon Crucible Co., Joseph..... — 
Domes of Silence, Inc........... —_ 
Duluth Show Case Co........-.. 
Dux Dishmop Co 
Du Pont de Nemours & Co., 


Pi tit 


J x 
~ 


Eagle Lock Co......ccecseeeees 
Eastern Nail Co...... - 
Eastern Tool & Mfg. “Oo.: baa wade 
Eclipse Machine Co........ 

Edison Lamp Works..........-- 
TORU (OG. cwccscsccccsecccces 
Elastic er 
Electric Cutlery Co 
Enterprise Mfg. 
Estwing Mfg. Co. 
Evansville Tool Works 
Eversharp Shear Co...........+- 
Sveredy Co. 


sel | | 


eo has 





to 
- 


F. & N. Lawn Mower Co 

Farrand, Inc., Hiram A.. 

Faultless Caster Co.... 

Federal Enameling & 
Co. 





Fise her, J. 
Flexible Steel Lacing 2 re 
Fox, A. H 

Frantz Mfg. 
French Battery 


wll lll 


Ween Ci cass 6250256 
Grinder Corp.......sce. 
TATE. UOsccicecesccacras 
Wheelbarrow 
Geuder, Paeschke & Frey 
Gilbert & Bennett Mfg. 
Globe Machine & Stamping Co... 
Good Housekeeping 
Goodell-Pratt Co. 
Goodrich, 
Green Co. 
Greenlee 
oo See 
Griswold Mfg. 


Gendron 
General 
General 
General 


lett 


7 | 


act 


ee 


~ 


Hamilton Beach Mfg. Co........ 36 
Hanlon & Goodman Co.......... 100 
Hanover Wire Cloth Co 


Harder Refrigerator Corp....... 
Harrington- row Arms 
Heller & Co., W. 

Hercules Powder Go ee ere ye -- 
Bartlett & Co. 


Co... — 


Hibbard, Spencer, 
Hoeft & Co 
Hoppe, Inc., 
Horton Mfg. 





E. 
Hurley BEMGMENS TOR. ccc cvcteendse 


I 


Independent Lock Co........... 
Indiana Steel & Wire Co....... ° 
Ingersoll Steel & Dise Co........ 
—" Waterbury Watch Co., 
International Fork & Hoe Co..... 
International a Co. of 
PEE 5. 0.0's'§ 65.0:603's 4 0's oOEs 
Irwin Auger Bit GP eticeventes 
Ives Co., H. B.... 
Iwan Bros. 


Jennings Mfg. Co., Russell...... 
Johnson Arms & Cycle Works, 
EU ctctatvecaseapecsdaescats 28 
Johnson Mfg. Co., Nestor ere 
eS OR ere — 


K 


Kansas City Chamber of ae 
Kees, F. D., Mfg. 
Kelly Axe & Tool 

American Fork & Hoe 
Kester Solder Co 
Keystone Steel & Wire Co... 
Kimball Bros. 
Kingston Products Corp..... ane 
Klein & Sons, 
Knapp-Monarch Co. 





L 


Lamson & Sessions Co.......... 
Landers, Frary & Clark 
Laub Products 
Lionel Corp. 
Lovell Mfg. 
Lufkin Rule Co 
Lupton’s Sons, 
Luther Grinder & Tool Co....... 


M 


McCarthy Mfg. Co......-s-ee-es 
McGuire Mfg. Co., ¢ 
McKinney Mfg. Co........---- 
Malleable Iron Fittings Co...... 
Mansfield Tire & Rubber Co..... 
Marshalltown Trowel Co........- 
Martin-Senour Co. 
Marvel Rack Mfg. Co., 
Master Lock Co.......+++-+++ ee 
Maydole Tool Corp., David. 

Meadows Mfg. 
Meisselbach Mfg. Co. 
Metal Sponge Sales Corp........-- 
Mid-State Steel & Wire Co....... 
Miller, Inc., R. B.....--scccces 
Millers Falls Co.........cccceee 
Milwaukee Brush Mfg. Co....... 
Milwaukee Stamping 
Montague Rod & Reel Co.. 
Moore Push-Pin Co.........++++ 
Morse Twist Drill & Machine Co. 
Murphy Sons Co., 
Myers & Brothers Co., F. E..... 





National Carbon 
National Lead Co........+-++++> 
National Enameling 

oer er one 
National Mfg. Co.......----eee- 
National Pipe Bending Co....... 
National Show Card Writer 
National Sign Stencil Co........ 
Neely Nut & Bolt Co........... 
Nelson Mfg. Co., Inc., 
New Haven Clock Co........+.-. 
New Yorker Hotel 
New York Knife Co............- 
New York Wire Cloth 
Nicholson File Co.......0.--+- 
Nileo Lamp Works, 
Noma Electric Corp..........-- 
Norge Corp. 
Northern Corrugating (Co., 


North Wayne Tool Co..........- - 


Northwestern Barb Wire Co..... 
Norwich Wire Works..........-. 


CPOE CMU i9:6:0:4. 49.0.0: 015 6 6000s 
Old Colony Distributing 
Oliver Iron & Steel Corp...., wees 
Onken Co., 
Ontario Knife Co 


Outing Mfg. 


Page Steel & Wire Co..........- 
Paine Co. 
Patent Novelty Co.........--..- 
Patented Products and Rubber Co. 
Peck, Stow & Wilcox 
Pecora Paint ©o.........ccs.- ‘ 
Peerless Handcuff Co.........-- 
Pelouze Mfg. 
Pennsylvania Lawn Mower Wks.. 
Perfection Stove Co., 
Peters Cartridge Co.............- 
Pharis Tire & Rubber Co....... 
SS. a: Se oes 
Philadelphia Lawn Mower Co., 

Ine. eee 
Pilot Lite Agency 
Pittsburgh Plate Glass Co 
Pittsburgh Steel Co............. 
Plumb, Ine.. Fayette R 
Porter, H. K 
Progressive Mfg. 
PPTONe TIES GOrss ccc keersecdacs 


Red Arrow Service Co.......... 
Reed & Prince Mfg. Co. 





Remington Arms Co., Inc. 

Remington Cash Register Co., Inc. 
Reo Motor Car O0.....cccccesee 
Hovnelde Wee Otiscsccccssesss 
Rich Pump & Ladder Co..... ase 


Richards-Wilcox Mfg. Co....... 


Isl 11831 


S111 


-_ 
to 


& Stamping 
° 


Ro 
AD 


| 


: 94 


34 





S111 


Richardson Ball Bearing Skate Co 
Rixson Co., Oscar C 
Robertson, Arthur R..........-- 
Robinson, Edward 
Rose, Frank, Mfg. 
Rubberset Co. 
Ruby Chemical Co.............++- 
Rugg Mfg. Co 
Russell, _Burdsall & Ward 
Nut Eee ee ee er 
Russell 
Russia 


Cement 


Machine OO.i..ccccesccss 
a ae 
MAINS: TOG. 6.0 0 ccc cictcccccc cue 
Samson Cordage 
BARRONS Be Oiisic. oss vc ccccccwsedc 
Savage Arms Corp...... 

Schalk Chemical Co...... 

Schatz Mfg. 
Schavolite Golf Corp. 
Schrade Cutlery ©0......cccccoee 
Scovill Mfg. 
Shapleigh Hardware 


Sabin 
Sacks, 


Chis < <nces 


cil Co. 
Sheffield Products Co........ 
Shelby Spring Hinge Co 
Sherman Mfg. Co., H. B 
Showearder, 
Signal Electric 
Silver LARS. OO... cc ccccccsccos 
Simmons Hardware Co....... << 
Simonds Saw & Steel Co........ 
Simonds Worden-White Co....... 
Simonsen Iron Works.......... 
Slaymaker Lock 
Smith, Inc., Landon P 
Smith, Seymour & Sons, 
WRIA BOM 6.6.5.0:55 ccceacass 
Standard Electric Stove Co...... 
Standard Gas Equip. Co......... 
Standard Tool 
Stanley Works 
Star Heel Plate _ 
Starrett, L. 8S 
Stevens Arms Co. J 
Stewart 












Superior Electric Products Corp. . 
Swan Co., James 
Swartzbaugh Mfg. Co........... 
Sylvania Products Co........... 


T 


Thompson & Son Oo., 
Tilley Ladder Co., John S..... 
Toledo Metal Wheel Co......... 
Toledo Metal Wheel Co.......... 
Tremont Nail Co.. 
Trimont Mfg. Co.. 
Trow & Holden... 
Tubular Rivet & Stud Co....... 
Tucker Duck & Rubber Co 
Turner Brass Works........ 


Henry G... 





U 


Union Hardware Co............. 
Union Steel Product Co......... 
United Screw & Bolt Co......... 
GO. B&B. Capers Oh.ccccccccsce 
Ws Bh RI OD a oie ose 0:0 


Vv 


Wee TE Giwcasccccensaces 
Volirath Co. 
Voss Bros. 


Wall, P., 
Walworth 
Ward Mfg. 
Warren Mfg. Co., J. 
Washburn, E. G., 
Western Cartridge 
Westinghouse Electric & Mfg. Co. 
Whiting-Adams Co. 

Wickwire Bros. 
Wickwire, Spencer Steel Corp... . 
Wilder & 
Williams Radiator Co.......... 
Winchester ~~ Arms ©o.. 
Witt Cornice Co. 
Wood Shovel & Tool Co......... 
Wooster Brush Co.. 
Worthington Co., George 
Wright Steel & Wire Co., 
Wrought 


Co. . 


Y 





Bolt & 


Sheffield Bronze Powder & Sten- 





WOU UMM ek va scla vies 


Yale & Towne Mfg. Co.......... 


dA ns 





nw 
un 
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THE DASH (—) INDICATES THAT THE ADVERTISEMENT DOES NOT APPEAR IN THIS ISSUE 
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The Edlund Junior 
shown here is a house- 
hold size. A guaranteed, 
quality article — outstanding 
among can openers. Complete line 
includes other types and sizes. 





EGG BEATER 


Another guaranteed 
Edlund product. Un- 
usually strong and at- 
tractive. Beats quickly— 
smooth running. A qual- 
ity item at a popular 
price. 


From Your Jobber or Direct 


EDLUND COMPANY 


Burlington, Vermont 






























BOTTLE CAPS 


The kind your 


customers prefer 
















ROWN CORK & SEAL Bot- 

4 tle Caps outsell all other 
brands on the market. That 
means more people prefer them 
—they are easier to sell—sales 
cost less to make. They are made 
by the oldest and largest bottle 
cap manufacturers in the world. 
You will find # good business to 
handle these two reliable brands. 


Write for our latest booklet 
“Price Isn’t the Last Word” 





ONE CROSS 


A trade-mark cap of deluxe qual- The world’s biggest seller in a 
ity. The special cork disc is wax ye ge — sgovted 
treated by an exclusive process ee ag a _ a aoe. 
that keeps it soft and pliable. The poses.- Selected cork— uniform 


cap for those that want the best. Guality—accurate count. 


CROWN CORK & SEAL CO., BALTIMORE, MD. 
World’s Largest Makers of Bottle Caps 



















NEW Way 


After opening the bottle the 
housewife lays the Spear-Cap 
down with the paper cap at- 
tached which is protected by 
the ~~ edge of the cap 
shell. othing comes in con- 
tact with it. When through 
using milk, re-seal the bottle 
with Spear-Cap. 

Spear-Cap is made of Alumi- 
num with Nickel-Silver spear. 
Never corrodes. 

Approved by Good House- 
keeping and Tribune Insti- 
tutes. Retails at 10c., $14.40 
per gross. Costs dealer $9.00 
per gross. If your jobber 
cannot supply you—write us 
for SAMPLE and prices. 


R. E. MILLER, Inc. 


835 Pearl Street, New York City 











and 


Reseals Milk 
Bottles 


Doesn’t Spill 


It “Spears the Cap” on the bottle 
and a quarter turn removes the 
cap without splashing or spilling 
a drop of cream or milk. 

Also acts as a sanitary cover un- 
til milk is consumed. 


Spear-Cap Is Sanitary Y 


























Hardware 
Cloth 
Standards 


Superior Brand 
Hardware Cloth. 
Smooth, round 
wires. Standard 
ehenat size always. 


mite 
cea ett A 

















Woven’ evenly. 
Galvanized thor- 
oughly. 

At your jobber 


G. F. Wright 
Steel & Wire Co. 


Worcester, Mass. 
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20% More Violet-Ray ... 28°: More Light 
50% Longer Life... 25% Heavier Coating 


The figures above are actually the result of a series of 
rigid tests conducted by a large, well-known chemical 
laboratory, showing the superiorities of the fine, flexible, 
violet-ray poultry glass, Vimlite. 

Those figures mean a lot to the farmers and poultry 
raisers whom you serve. For, they clearly signify that 
Vimlite will bring the real benefits to their flocks which 
they are seeking—at no more cost. Those figures also 
mean a good deal to the man selling this better poultry 
glass—for they show that he is giving his customers more 
for their money; handles the best of goods; is alert to 


their needs and to their opportunities. 


VIMLITE 


(The Superior, Flexible, Poultry Glass) 
Builds Better Poultry Profits 


At this season of the year, hens and 
f chicks both need the sun- 
vay, health that Vimlite brings 
through the violet-ray. As it 
passes 20°% more of the force, 
it builds stronger layers, gives 








Vimlite has many 


to withstand coids, rickets and other diseases. As it ad- 
mits 28% more light, it stimulates the flock to new ac- 
tivity and also keeps floors dryer and more free of bac- 
teria. Its coating is 25% thicker—the added strength of 
the screen cloth backing gives it twice the utility and 
service of others. Vimlite is reinforced with famous Opal 
wire cloth. It is approved by the National Board of Fire 


Underwriters. 


Display Rack FREE 


Display Vimlite— you'll be surprised at the customers 
that will come in. The new Vimlite Display, beautifully 
lithographed in 4 colors, holds a full roll easily, so that it 
can be reeled off and cut on the spot. Handy pockets for 
folders and samples..A compact rack—takes little space. 


And Vimlite sells at a price customers like—about 40 cents 


a running foot—bringing you a good return. 


Get the full facts now—while the Vimlite boom 
is just starting. Send the coupon for prices, dealer’s 
sample and details about Free Display Rack. 


other uses about the 
farm. 
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\ iMLITE 


the young chicks new stamina 





This Display Rack FREE. Ask your 
jobber’s salesman or use the coupon. 


NEW YORK WIRE CLOTH 
COMPANY 
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Vimlite Display and other Sales Helps. 
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2GE 


A SHORT LINE - SERVICE FREE 














A complete new advertising 
and merchandising plan is now 
functioning for Norge... . it 
is putting across Norge’s qual- 
ity features. (19 of them are 
original with Norge.) 





It is giving Norge Dealers a 
real backing, drawing people 
in to “see the Norge” and 
selling the Norge. 


The first BIG selling year with 


PARTS 




















JUST THREE standard Norge after six years of steady, consistent 
models and two specials growth, will establish many, many dealers 
make up the Norge line. in an enviable position. 
Only Norge has the Rol- The possibilities are inviting. To write now 
lator cold making mecha- may be to get first complete detailed 
nism .... simple, just a information in your locality. 
roller revolvingin a permanent bath of pro- — \WoRGE CORPORATION, Division of Borg-Warner 
tective oil....compact, almost everlasting. 656 EAST WOODBRIDGE ST., DETROIT, MICH. 
The chassis, the complete refrigerating 
system, is replaceable, quickly, simply, no Manet Ff 3 
tools but a screw driver and wrench being 
required. WITH ROLLATOR 


EVERY AMERICAN MOTOR CAR MADE TODAY CONTAINS MATERIAL MADE BY BORG-WARNER CORPORATION 
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